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-Guides to a Successful 
Underwriting Career... 


1. Ohio National’s “Top Notch” Policy 
Contracts. 


2. Ohio National’s Tested Sales Plan. 


3. Ohio National’s Complete Training 
Course. | 


4. Bhic Neationsilts Proven Direct Mail 
Plan 


combined with 


Ohio National’s liberal agency contracts 
make a connection with this progressive 
Company a profitable association. 


If you are interested in discussing a 
General Agency Contract write John 
H. Evans, Vice President. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 
CINCINNATI, OHIO 


T. W. APPLEBY, President 
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Uniform Appraisal 
Plan Is Proposed 
by Commissioners 





To Be Presented at New 
York Meeting Next Week 
to Start in 1938 





NEW YORK.—A report embodying 
recommendations for a plan of uniform 
standards of appraisal practices in con- 
nection with mortgage investments and 
real estate holdings of companies with 
proposal to make it effective in 1938, is 
expected to be presented to the National 
Association of Insurance Commissioners 
by Superintendent Bowen of Ohio at 
that body’s meeting here in New York 
next week. Commissioner George A. 
Bowles of Virginia, the president, last 
week was an observer in Washington 
at the national appraisal forum spon- 
sored by the National Association of 
Real Estate Appraisals. ; 

The recommendations, resulting from 
a conference recently at Pittsburgh of 
members of a _ special commissioners 
committee appointed to consider de- 
velopment of appraisal technique and a 
special committee of the American In- 
stitute of Real Estate Appraisers, do 
not attempt to prescribe standard ap- 
praisal forms, but merely to create cer- 
tain minimum standards which these 
should include. 


Decide on Main Factors 


The general principles agreed on were 
that mortgage investments and real 
estate holdings of insurance companies 
could be further protected if standard 
appraisal practices were established, 
business transactions would be expedited 
by uniformity, additional safeguards and 
increased business expediency would be 
directly beneficial, and also by increas- 
ing stability of the mortgage and real 
estate market, indirectly, would add to 
safety of investment accounts. 

It was also concluded that reason- 
ably uniform appraisal practices of com- 
panies and examination methods of in- 
surance departments would permit more 
accurate examinations and afford greater 
protection to policyholders and com- 
panies. 


Cite Other Principles 


Any proposed plan should impose 
minimum expense upon companies and 
minimum adjustment in their business 
practices but should be based on “mini- 
mum” standards, the committee decided. 
Interests of insurance departments and 
companies could best be served by de- 
partments having available, when re- 
quired, appraisal and consultation service 
of trained experts. But as approximately 
$9,000,000,000 insurance funds invested 
in real estate and mortgages present 
diverse problems, all interests would be 
better protected if in some states ex- 
perts in private practice were retained 
rather than to employ full time men in 
the department. It was felt any recom- 

(CONTINUED ON PAGE 12) 





Courts Are More Liberal on 
Movies in Disability Suits 





Willingness to Admit Films as 
Evidence Is Big Help in Curb- 
ing Disability Fakers 





NEW YORK.—Motion pictures are 
being more and more widely accepted 
by the courts as evidence in disability 
suits, ‘This is proving a great help in 
giving to companies contesting such 
suits watertight evidence which even 
the most biased jury can hardly ignore. 
Not every questionable disability claim, 
of course, is subject to pictorial dis- 
proof but in many cases it is the de- 
ciding factor in exposing a disability 
faker and in discharging the company’s 
liability. 

Admission by the courts of motion 
picture films as evidence has been a 
gradual process and even today the at- 
titude of judges is far from uniform 
throughout the country. At first all 
kinds of expert testimony was required 
to prove that the pictures were taken 
at the time and in the manner alleged. 
The procedure for proving the latter 
point has been somewhat simplified, 
though obviously it is necessary to have 
acceptable proof that the film in ques- 
tion was manufactured not earlier than 
a certain date or else the claimant’s law- 
yer might successfully contend that the 
pictures were taken at a time when the 
claimant had not been disabled and was 
making no claim. Also, films to be 
acceptable as evidence must be all in 
one piece, not spliced, as piecing out of 
the film might open up the question of 
the entire film’s being authentic. 


Most Shots Out-of-doors 


Usually it is necessary that the com- 
pany cameraman catch the suspected 
disability faker out of doors in the act 
of behaving contrary to his allegations 
of disability. Use of high-powered tele- 
photo lenses permit movies to be taken 
from a point far enough away from the 
subject to make full concealment of the 
operation possible while the effect of the 
lens is to make the person appear as 
large and distinct as if the camera were 
only a few feet away. This is the same 
system by which newsreel photograph- 
ers take pictures of football games from 
the top of the grandstand and get pic- 
tures which appear to have been shot 
from right on top of the players. 

In taking long-range pictures of dis- 
ability claimants the cameraman should 
not only have a place of concealment 
but his camera must be mounted on a 
very steady base, for any movement or 
vibration of the camera is exaggerated 
by the telephoto lens and may make the 
subject’s features blurred. Yet the 
film must be a clear enough likeness 
so that the jury will be convinced be- 
yond a reasonable doubt that the pic- 
tures are actually those of the claimant. 


Can Require Policy for Loan 


PIERRE, S. D.—Unless a connection 
can be shown between a finance com- 
pany and an insurance company, the 
state legal department holds there is no 
statutory prohibition against a finance 
company demanding of a borrower that 
he take out a life insurance policy suffi- 
cient to protect the interests of the loan- 
ing company. 





Northwestern Union Life 
Will Be Reinsured 





Illinois Bankers Life to Take 
Over the Business of Ottawa, 
Ill, Company 





The directors of the Northwestern 
Union Life of Ottawa, Ill, have ap- 
proved a reinsurance contract between 
it and the Illinois Bankers Life of Mon- 
mouth, IIl., whereby the latter company 
takes over the business of the Ottawa 
company subject to approval of the 
stockholders. The officers of the North- 
western Union were directed by the 
board to call a special meeting of stock- 
holders to vote on the reinsurance. 

Under the terms of the proposed con- 
tract the Illinois Bankers Life assumes 
all the policies and agency contracts. 
The directors of the Illinois Bankers 
Life have approved the contract for re- 
insurance. It will be voted on by the 
stockholders of both companies during 
the next two weeks. 

As of Dec. 31 last, the Northwestern 
Union showed assets $342,009, of which 
27 percent was in real estate, 37 percent 
mortgage loans, 15 percent bonds and 10 
percent cash. Its capital was $113,050 
and net surplus $18,849. It had income 
of $78,468 and disbursements $68,938. 
Its insurance in force was $2,704,623. 

The Northwestern Union was licensed 
Aug. 1, 1923. The company has con- 
fined its business entirely to Illinois. It 
paid $3,000 dividends to stockholders in 
1928 and $4,500 in 1929. These are the 
only years that it has made any distri- 
bution. The company was organized 
following the moving of the Central 
Life, which had its home office there, to 
Chicago. The first president was B. O. 
Berge, an attorney at Ottawa, and for- 
merly secretary of the Lutheran Inter- 
national Life of that city, which moved 
to Moline, Ill, and became the Inter- 
national Life & Annuity: Later on W. 
D. Wiese, who was formerly agency 
manager of the Central, became con- 
nected with the Northwestern Union. 
The main factor in the company from 
the operating standpoint in recent years 
is L. C. Carroll, the secretary, who was 
formerly manager of the Ottawa cham- 
ber of commerce 

The Illinois Bankers Life has been 
making splendid strides. It took over 
the Abraham Lincoln Life of Spring- 
field and previous to that it reinsured 
the Our Home Life of Washington, 
|) Sx oa 








Agency Officers’ Date for 
1938 Muster Selected 


The directors of the Life Insur- 
ance Sales Research Bureau have 
selected Nov. 1-3 as the dates for 
the 1938 meeting of the bureau and 
the Life Agency Officers Associa- 
tion at the Edgewater Beach 
Hotel, Chicago. Official registra- 
tion figures received by Manager 
Holcombe from the Edgewater 
Beach Hotel showed a larger 
registration this year than any of 
the previous 15 years’ gatherings 
at this hotel. 














Discount Threat 
of Nationalization 
of Insurance 


Congress Counted on to 
Stop Such Extreme Move 
to Left 





WASHINGTON—Forced to slow 
down his social program by circum- 
stances over which he has lost control, 
President Roosevelt is seen in Wash- 
ington as making a “detour to the right” 
but by no means abandoning any pol- 
icy to which he has in the past com- 
mitted himself. 

Industry, facing the possibility of new 
tax and other impositions, a few weeks 
ago fell into a recession which threat- 
ened to develap into a new depression, 
forcing upon the administration the real- 
ization that the country can be pressed 
only so far and almost overnight bring- 
ing about a reversal of policy and sus- 
pension of plans for new and onerous 
industrial legislation. 


In Precarious Position 


The President today is in the most 
precarious position he has found him- 
self since he took office in March, 1933, 
—a’ situation more serious than that of 
last spring, when the senate rejected 
his plan to pack the Supreme Court— 
at a time when members of Congress 
are becoming concerned with the 1938 
congressional campaigns and, for prac- 
tically the first time, inclined to desert 
the administration band-wagon if they 
believe it is facing a smash. 

The new independence of the Con- 
gress already has been manifested in 
demands that industrial recovery be 
cansidered in advance of the President’s 
legislative program, that tax relief be 
enacted immediately, the wage and hour 
bill made less burdensome or abandoned, 
and agricultural relief be based on a 
plan which will neither increase the cost 
of living nor be a drain upon the treas- 
ury. 


Message to Congress 


In his message to Congress at the 
opening af the special session, Mr. 
Roosevelt called for cooperation be- 
tween the government and its citizens to 
combat the recession. He did not lay 
upon industry alone the burden of re- 
cavery but called for legislation by 
Congress which would result in acceler- 
ating the pace of business. 

It would, however, be folly to believe 
that Mr. Roosevelt has given up any of 
those ideas which a few years ago 
formed the basis of his “New Deal.” 
Ever an opportunist, he is seen as rec- 
ognizing that any effort to secure from 
Congress further restrictions on “big 
business” is foredoomed to failure and 
has trimmed his sails accordingly. 

But he is seen as merely waiting for 
the storm ta blow over, again to bring 
forward his reforms when opportunity 
arises, and ready to try new experiments 

(CONTINUED ON PAGE 10) 
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At the Home Office Life Underwriters meeting: Lockey, Life of Virginia; R. B. Gordon, State Mutual Life; and E. T. Mimne, New 

TOP ROW left to right: J. M. Laird, Connecticut General Life; F. I. McGraw, | York Life; G. W. Cheney, Phoenix Mutual; W. R. Pond, John Hancock; H. F. Larkin, 
Bankers Life; A. J. Riley, C. W. Glover and Harry Petty, Mutual Benefit Life; R. S. | Connecticut Mutual Life, new association president; Howard Goodwin, Phoenix Mutual 
Rust, Union Central Life; R. J. Vane, Metropolitan Life (insert). SECOND ROW: | Life, retiring association president. BOTTOM ROW: Pearce Shepherd, Travelers: 
D. S. Craig, new association secretary, Thomas Abbott, both Metropolitan Life; | H. H. Jackson, National Life, Vt.; H. G. Hurd, Fidelity Mutual Life; H. J. Southern, 
Richard Sexton, Connecticut General; W. H. Tompkins, Mutual Life of New York; | Union Mutual Life; E. P. O'Hanlon, O’Hanlon Reports; C. A. Roach, Retail Credit 
W. H. Dallas, Aetna Life; R. H. Davenport, Berkshire Life. THIRD ROW: W. H. | Co.; F. Phelps Todd, Provident Mutual Life. 
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Mutual Benefit Operator Is 
Under U. S. Indictment 


Illinois Cleared of Unauthorized 
Carriers with Arrest of Minnec 
on Fraud Charge 


With return of a federal grand jury 
indictment against J. M. Minnec, Ber- 
wyn, Ill, operator of the Lincoln Na- 
tional Aid and Cosmopolitan Mutual 
Benefit, unlicensed mutual benefit asso- 
dations, the campaign of the Illinois in- 


surance department against operations 


of unauthorized carriers has been com- 
pletely successful. 


Mating in Illinois. 


S So far-as is known, 
no other unlicensed concerns .are oper- 
When Insurance Di- 


Mrector Palmer first took hold the situ- 


ation was out of control. Insurance law 
was not effective against such concerns, 
and many operated in the state, deluding 
ing the public with wild promises and 
paying only the minimum amount on 
claims necessary to hush up claimants. 

The Lincoln National Aid was chart- 
ered in Delaware and the Cosmopolitan 
Mutual Benefit in Indiana, but were not 
under supervision of the insurance de- 
partments. 

Minnec had defied the Illinois insur- 
ance department for a long time. The 
department secured an ouster against 
him nearly four years ago, but later he 
resumed operations. The examiners 
were sent to inspect his records but he 
refused to let them ‘in. 

Passage of the new Illinois code gave 
the department additional weapons. 
About three weeks ago Minnec was 
cited by U. S. federal court at Chicago 
ta appear with his records but he ig- 
nored this order. The federal men went 
to his headquarters with a subpoena for 
himself and his records, but he ignored 
this. Then when they went with 32 
search warrant he and the records were 
gone. He was picked up by federal 
men on an indictment charging use of 
mails to defraud when he tried to collect 
temittances by mail. Lacking $15,000 


| bail, he was put in the caunty jail at 
) Chicago. 


He sold a sharply limited contract, 


» offering $1,000 to $3,000 protection, his 


> letterheads 


c showing premium _ gifts 
which subscribers were to secure by 
bringing in other subscribers. This in 


| itself is contrary to the new code. Min- 
» nec kept hopelessly inadequate records, 
' according to the department, and the 
| largest claims which he has paid so far, 
- according to the department investiga- 


tion, were one for $320 in one of his 


' concerns and $160 in the other. 


Returned Premiums 


Most of the claim payments appear 
to have been for $8 to $10, constituting, 


j it is believed, merely return of premium. 
' According to the department, Minnec 


| usually 


resorted to technicalities in 


' claim settlements, merely returning pre- 
miums paid in order to avoid filing of 
» complaint with authorities. 


Search of his home showed records 


| of other companies in various lines pro- 





moted in past years, including a medi- 
cine company. Minnec is an Italian 
about 48 years of age. 

According ta federal authorities, Min- 
nec defrauded: some 30,000 people over 
a period of three years or more. War- 
ren Canaday, first assistant United 
States district attorney, stated Minnec 
collected from $1 to $6 a month from 
each subscriber, accepting risks up ta 
80 years old. Minnec was said to have 
an income from this source of about 
$2,700 a month. 

_ Other concerns closed recently in the 
insurance department campaign were the 
Central West Benefit Association, which 
received mail in Hammond, Ind., but 
operated in Chicago, and A. C. Little- 
john’s concerns. Littlejohn is now out 
On appeal from a federal verdict finding 
him guilty of fraudulent operations. An- 
other concern, the American Estates 
Corporation of Chicago, voluntarily 








Group Association 
Elects New Officers 





E, E, CAMMACK 


The Group Association at a meeting 
in New York elected E. E. Cammack, 
vice-president and actuary of Aetna 
Life, as chairman. He succeeds E. O. 
Dunlap, assistant actuary Metropolitan 
Life. Mr. Cammack, as general chair- 
man, also acts as chairman of the life 
section. G. W. Fitzhugh, Metropolitan 
Life, was named chairman of the acci- 
dent and sickness section. F. B. Ger- 
hard, assistant actuary Prudential, is 
chairman of the group annuity section 
and H. S. Beers, vice-president Aetna 
Life, is secretary of the association. 








closed its doors when the new code 
became effective. 





“Speechless” Sales Rally 
Proves Popular in N. Y. 





NEW YORK—New York City’s 
“speechless” sales congress proved a 
real hit and indicated that a somewhat 
venturesome departure from the stand- 
ard succession of formal addresses could 
be entertaining, instructive, and highly 
practicable. In fact, the audience of 
close to 1,000 had such a good time that 
one of the more serious students was 
heard to wonder if they were absorbing 
knowledge at the highest possible rate. 
However, Chairman P. A. Peyser’s 
committee saw to it that there were 
plenty of valuable sales pointers can- 
cealed under the sugar coating. 

“The Salesman is a Dummy” was the 
lead-off feature which through its mys- 
terious advance ballyhoo got almost the 
entire audience in the meeting room by 
the scheduled starting hour. It was 
previously announced that no one would 
be admitted during the act and every- 
one wanted to see what it was about. 
Marshall Montgomery, radio artist and 
ventriloquist assisted by a dummy of 
the fresh Charlie McCarthy type, gave 
Kenneth Anderson, Provident Mutual 
Life, a bad time. Mr. Anderson had 
the role of a life insurance agent who 
occasionally forgot what business he 
was in and slipped into his oil-burner 
sales talk which he had used in his oc- 
cupation of the previous week, or his 
Fuller brush canvass of the week befare 
that. 


Non-destructive Debate 


The debate, “Package Sale vs. Pro- 
gram Sale,” put on by two three-man 
teams under the chairmanship of G. M. 
Lovelace, vice-president New York Life, 
was notable for its success in present- 
ing both sides of the question without 
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Independence Square 





“A FRIEND TO MAN” 


Your skill and zeal prevent the destruction of homes, the 
early death of work-killed mothers, the blasting of the lives 
You give courage to man during his battling 
years, and you spread a soft couch for his sunset period. 
You solve for the average man one of his most baffling prob- 
lems, and thereby lighten his heart of one of its heaviest 
cares. You give what nobody else can give, and you reach 
the innermost heart of man by serving his protective instinct. 


When the physician has failed, and the clergyman has 
offered his spiritual solace, then comes the life underwriter. 
His office is to prevent despair, to feed, clothe, shelter, and 
educate,—and in death to crown him who had gone with a 
protective victory more complete than living he might have 
won for his family. The life underwriter had been to him a 
“friend of man,” when he met him on the great highroad. 


“Tet me live by the side of the road, and be a friend of 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


PHILADELPHIA 




















tearing down the other side’s arguments. 
Thus, neither side scored a devastating 
victory over the other, but this was not 
the intention of the program commit- 
tee. Instead, no matter which side 
members in the audience favored, they 
got some new ideas and many learned 
that it might not be so necessary to 
stick to one method so closely as they 
had previously thought. 

Arguing for the package sale were Eric 
Wilson, Penn Mutual; Milton Herz- 
berg, Equitable Society; and Louis 
Fink, Connecticut Mutual. For the pra- 
gram sale were A. E. Anderson, Mu- 
tual Benefit Life; Jules Anzel, Conti- 
nental American, and A. G. Steiner, 
Aetna Life. 


Quick Protection Argument 


In general the one-callers stressed the 
obligation of the agents to get the ap- 
plicant protected as quickly as possible, 
since he might die before the program 
were completed for his approval, that 
an adequate program could be outlined 
on one call and that the larger number 
of calls possible under the package sale 
method would result in larger income. 
The multi-callers preferred the program 
sale because of its greater thoroughness, 
and the fact that while the program 
method uses more time the sales are 
larger and the net result is greater profit 
to the agent. 

Vincent B. Coffin, second vice-presi- 
dent Connecticut Mutual, in his sum- 
ming up of the day’s session intimated 
that partisans af both methods could 
learn some things from those on the 
other side of the fence. Danger signals 
for the one-callers he listed as being 
lazy mentally in avoiding detailed prep- 
aration, doing an inadequate job because 
of enthusiasm for the immediate sale, 
and forgetting to make a genuine client 
of the policyholder. 


Missing Easy Closes 


As warning signs for the multi-callers 
he noted fear of trying for a first-inter- 
view close in cases where it could easily 
be had; wasting time on needless office 
work in preparing programs; and mak- 
ing the simple appear complicated. Mr. 
Coffin said that the ideal agent employs 
both methods to advantage. 

Leon Gilbert Simon, associate general 
agent, Equitable Society, had the star 
role as the district attorney in “Life Un- 
derwriting on Trial,” in which various 
agents were called out of the audience 
without any warning, accused of being 
able underwriters, and quizzed on their 
sales methods. District Attorney Simon 
brought out the necessity for adapting 
one’s methods of self-education to 
changing conditions in one’s sales tech- 
nique. 


Distinguished Judges Preside 


Judges were W. H. Beers, general 
agent New England Mutual, H. F. 
Gray, general agent Connecticut Mutual, 
and Rudolph Recht, general agent 
Northwestern Mutual. Lester Einstein, 
Mutual Benefit Life, acted as assistant 
district attorney, M. H. Leonard, man- 
ager National Life of Vermont, as de- 
fense attorney and F. J. Mulligan, Pru- 
dential, as clerk of the court. 

Marshall Cleaves, assistant supervisor 
of applications Home Life of New York, 
gave a clever but true-to-life demonstra- 
tion showing how, of two risks appar- 
ently the same in every way, one may 
be accepted and the other rejected. An 
important factor in the decision was that 
though the accepted case might have 
been one of overinsurance, the agent’s 
statement that a pay cut would be re- 
stored the first of the year was taken at 
face value, since the agent had an ex- 
cellent reputation for telling the home 
office all the facts correctly and in de- 
tail. The agent on the other case was 





4 





THE NATIONAL 


UNDERWRITER 


November 26, 1937 














less definite and had merely answered 
that the man’s income was “ample.” 

An answer box feature conducted by 
Lawrence E. Simon, general agent 
Massachusetts Mutual, brought forth 
many clever replies from those called 
from the audience. There was a tend- 
ency ta make the answers clever rather 
than sound, probably on account of no- 
body wanting to trot out anything 
tame before so large an audience. There 
was plenty of talent assisting Mr. Si- 
mon and they came through with heav- 
ier ammunition on the occasions where 
the audience didn’t do so well. They 
were Herster Barres, Northwestern Mu- 
tual; Hubert Davis, Union Central, and 
Daniel Friedman, Prudential. 

Observing the “no speeches” theme of 
the day, Prof. Hubert Greaves of Yale 
university’s public speaking department 
confined talk mainly to demonstrations 
of common, mistakes of agents in word- 
ing and mannerism. After making the 








audience laugh at their own faults, Pro- 
fessor Greaves gave some pointers on 
correcting these often unconscious er- 
rors. 

Mr. Coffin concluded the meeting with 
a resume of the day’s events, drawing a 
moral here and correcting a possible 
misapprehension there. 


—_—_—— 


F. B. Jacobshagen, secretary and 
agency manager Farmers & Bankers 
Life, Wichita, Kan., was guest of honor 
at a dinner in Dallas attended by presi- 
dents of the local insurance companies, 
city officials, newspaper publishers and 
others. F. O’Donnell, president 
Southwestern Life, vice-president cham- 
ber of commerce, was toastmaster. The 
occasion was establishment by the Farm- 
ers & Bankers of an agency in Dallas 
under direction of B. Allen. Mr. 
Jacobshagen was in Dallas assisting to 
launch the agency. 





5-way Policy 
insuring against Sick- 
ness, Accident, Acciden- 
tal Loss of Limbs or Sight, 
Old Age and Death, 
(with Four out of Five 
Payments going to 
LIVING policyholders), 
offers the complete cov- 
erage that people are 
buying and that agents 
are selling. Send for 
“‘PROOF™”... our latest 
5-way circular. 
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Newspaper Man’s 
Tribute Paid to 


Julian Price 





In the November issue of the Jeffer- 
son Standard Life “Jeffersonian,” there 
is a contribution by G. W. Johnson, as- 
sociate editor of the Baltimore “Sun,” 
“Andrew Jackson—An Epic 
By Reason 


author of 


in Homespun,” ‘ 


of 





JULIAN PRICE 


Strength,” “A Little Light Music,” 
“Randolph of Roanoke,” “Secession of 
the Southern States,” “Number Thirty- 
Six,” “The Undefeated,” “What Is 
News,” and “Wasted Land.” He pays 
tribute to President Julian Price of that 
company. He captains his tribute, 
“I know Julian Price * * * Maybe.” Mr. 
Johnson first met Mr. Price in 1913. 
He lived in Greensboro for a dozen 
years, he has interviewed Mr. Price, he 
has seen him in his office during busi- 
ness hours and enjoying social relaxa- 
tion among friends. 


Had Quality of Napoleon 


He speaks of one of Mr. Price’s char- 
acteristics resembling that of the great 
Napoleon in that he “is never where the 
opposition things he is.’ This was the 
same characteristic that General “Stone- 
wall” Jackson had, or as Mr. Johnson 
puts it, “the quality of always being 
somewhere else when the enemies’ blow 
falls.’ Mr. Johnson states that the feel- 
ing that all business success is due to 
industry, energy and good nature is a 
fairy tale. 

Mr. Johnson said that there are cer- 
tain gentry in life insurance who would 
like nothing better than to loot the Jef- 
ferson Standard. But Julian Price can 
shoot and shoot fast and straight, in the 
opinion of Mr. Johnson. In this con- 
nection Mr. Johnson said: 

_ “The curious thing about Julian Price 
is that you would never suspect this 
quality merely by looking at him. That 
has been the fatal mistake of numerous 
banditti. Because he is the very reverse 
of the bull-roaring type, because he is 
quiet, unostentatious and scrupulously 
polite, they have jumped to the conclu- 
sion that he is easy and have therefore 
undertaken the ambitious project of 
burning him in a business deal. Some- 
times dreadful blisters have resulted, too 
—but they weren’t worn by Julian. In- 
variably, at the moment when the hot 
iron was applied, he was somewhere 
else; and how he got there nobody 
knew.” 

The author says that the Jefferson 
Standard is not the creation of one man. 
Mr, Price has had at his command the 
brains and energy of associates, who 








are able men. He has been a good 
selector of men. Able men, he declared, 
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New and Broader 


Insurance Market 
Seen by A. F. Hall 


A new and broader market for life jp. 
surance has sprung up during the pres. 
ent century, A. F. Hall, president of the 
Lincoln National Life told field men, He 
based his statement on a survey jys 
completed by the company. It disclosed 
that more Americans now work for gal. 
aries and wages than ever before, 
“These people are dependent primarily 
on money rather than other economic 
goods and consequently they form a new 
and broader market for life insurance,” 
Mr. Hall pointed out. 

According to the survey, the popula. 
tion of the United States increased 6) 
percent the first three decades of the 
present century. At the same time, the 
number of people living in places of 
2,500 or over increased 76 percent, while 
those living in cities of 100,000 and over 
increased 145 percent. 

“For this enlarging group of people 
who work for salaries and wages, life 
insurance affords the most practical 
means of protecting the money income 
of the family head,” said Mr. Hall. 








Senator Chides Insurers 
for Attitude in Railroad 
Reorganizations 





WASHINGTON.—Criticising the life 
companies for alleged failure to take 
steps to assure the success of railroad 
reorganizations in which they participate, 
Senator Truman, Democrat, of Missouri, 
called upon the industry more seriously 
to accept its “responsibility.” 

Acting chairman of a senate commit- 
tee which has been investigating rail- 
road financing, Truman declared that 
“insurance companies are the biggest 
class of investors in American railroads. 

“The money they put into the rail- 
roads comes from the savings of over 
60,000,000 life insurance policyholders,” 
he said. “These investments give to life 
insurance companies a major role in 
railroad reorganizations. 

“Unless the insurance companies carry 
out this responsibility with more last- 
ing success than they have in the past, 
the fate of present railroad reorganiza- 
tions will be very uncertain.” 

The senator’s statement was made 
following the conclusion of hearings on 
the reorganization of the Missouri Pa- 
cific system, in which F. H. Ecker, 
chairman Metropolitan Life, and Fred 
P. Hayward. vice-president John Han- 
cock Mutual, testifying on behalf of an 
organization of creditors which agreed to 
accept a debtor’s plan of reorganization, 
contended that government regulation 
and increased competition made accurate 
forecasts of earning possibilities im- 
practicable and that unforeseen in- 
creases in operating costs, together with 
declining revenues, were responsible for 
reorganization failures. 








will not follow any leader unless they 
have good reason to believe that he 
knows what he is doing. He speaks of 
Mr. Price not merely as a splendid ex- 
ecutive but as a warm blooded human 
being, which is evidenced by the intense 
personal loyalty he has been able to 
evoke from his people. 


Gay Speaks to Supervisors 

Clyde F. Gay, Boston general agent 
of the Aetna Life, spoke to the Boston 
Life Supervisors Club on the place of 
the supervisor in agency management. 
More rapid progress can be made by 
the supervisor, said Mr. Gay, if he ad- 
justs his work into the eight factors of 
agency management: new agents, expe- 
rienced agents, assistants, policyholders, 











home office, personal efficiency, office 
organization and territory. 
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Weekly Producer Closes on 
Monday, Then Prospects 








ST. LOUIS—“Do on Monday morn- 
ing what you must accomplish by the 
following Sunday night if you want to 


| be a persistent weekly producer of life 


insurance.” That was one of the bene- 


| ficial pointers given in a talk on “Weekly 


Production and Its Advantages” to the 
Life Underwriters Association of St. 
Louis by J. G. Weill, Mutual Benefit 
Life, Owensboro, Ky. ; 
Weekly production makes a life insur- 


f ance agent major in closing, which 


is far better than majoring in pros- 
By forming 
the habit of landing an application each 
Monday morning the weekly producer 
then has the remainder of the week to 


' line up prospects for the following week. 


He admitted that the weekly producer 
has to make a lot of contacts and keep 
on the job every day in the week. He 
takes a very active interest in civic 
affairs. He has also made it a point to 
keep before the public so as to obtain 
the greatest amount of personal pub- 
licity in connection with his record as a 


; weekly producer. 
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| Specializes on Family Needs 


In selling life insurance he has spe- 


| cialized on family needs, protection of 


the prospect’s family while it is grow- 
ing and his own old age. He always 
talks the language of the prospect ex- 
plaining the features of a policy in a 
way he can understand. 

He advised agents to set a weekly 
quota, saying that he has always over- 
subscribed his own weekly quota 
slightly. He said that an active life in- 
surance agent may make many errors, 
but he should not make the mistake of 
not doing anything. 

The average policy secured in weekly 
production compares favorably with the 
average application of most producers, 
said Mr. Weill. 

One policy for an average of $2,000 
each week will place an agent in the 
$100,000 a year class and return him a 
nice income while he is really learning 
the fine points of life insurance sales- 
manship. 

Mr. Weill formed a club of 12 busi- 
ness men in Owensboro who have be- 
come so interested in his 22 years record 
as a weekly producer that they have 
agreed to buy a policy from him in any 
week he may not be able to land a 


Insurance Commissioners’ 
Next Annual Meeting 





Richmond Reported to Be 
Choice of Many Persons as Trib- 
ute to George Bowles 





The executive committee of the Na- 
tional Association of Insurance Com- 
missioners at its meeting in the Penn- 
sylvania Hotel, New York City, next 
week will undoubtedly decide on the 
place of the annual convention. It is 
stated that a number of the Virginia 
insurance companies and agents are 
anxious to have the annual meeting at 
Richmond in view of the fact that Com- 
missioner Bowles is president. There is 
a movement on part of the insurance 
interests of Salt Lake City to have the 
convention there. Then it has been sug- 
gested that Chicaga would be the log- 
ical place to hold it. 


Distinguished Speakers 
Before Tri-State Group 


FORT WAYNE, IND.—E. W. Owen, 
Sun Life, Detroit, trustee of the Na- 
tional Association of Life Underwriters, 
in an address before the Tri-State sales 
congress declared that social security 
and life insurance will, in the future, 
supplement each other in the economic 
scheme and bring a security heretofore 
unknown. More than 200 from Indiana, 
Ohio and Michigan attended the con- 
gress, sponsored annually by the Fort 
Wayne association. 

Mr. Owen stressed the fact that social 
security is ‘minimum security,’ and 
showed how life insurance, judiciously 
added to the amounts that will be re- 
ceived in old age from the government, 
will grant a fuller measure of security. 

Other speakers on the program in- 
cluded A. R. Jaqua, associate editor Dia- 
mond Life Bulletins, Cincinnati; Sara 
Frances Jones, Equitable Society, Chi- 
cago; Claris Adams, president Ohio 
State Life, and George H. Newbauer, 
Indiana commissioner. 

















policy elsewhere. He has called on the 
club to perform but once since it was 
formed and on that occasion the club 
member paid for insurance purchased 
by one of his employes. 





Kemp Has $16,000,000 Smile 



















their regard for the “chief.” 


Who wouldn’t smile with $16,000,000 of new business “on the line”? A. N. 
Kemp, president of Pacific Mutual Life, is enjoying the final reports of the fall 
contest, in which agents throughout the country wound up their annual drive 
with two days of testimonial production yielding $4,000,000, as an expression of 
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“THE STOCK MARKET DOESN’T BOTHER ME”’ 


"The Stock Market doesn't bother me," writes one 
of our successful younger New York agents. "Over 
in the Wall Street district a lot of people who have 
never seen a ticker or owned a share of stock get 
jittery the moment the market takes a nose-dive. 


“| used to worry about that but now when stocks 
go off | keep out of Wall Street and do my selling 
to people who are better able to listen. It works 


every time! 


“The direct mail is still pulling excellent repliers, 
even though the stock market is shooting off fire- 
works. | am sending two applications to the Home 
Office under separate cover, one for $5,000 and 


one for $8,000, both on repliers. 


"It looks to me as if this is going to be the best year 
I have ever had. | thought you would like to know 
that for whatever it may be worth to people in 


other territories." 
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BEHIND THE MAN 
IN THE FIELD.... 


The Shield Company stands squarely behind the man in the 





@ With financial strength, deliberately sought, not for mere 
accumulation, but for the purpose of ever being able to live up 
to the spirit and the letter of every contract. 


@ With a broad range of life insurance contracts covering every 
human need for life insurance. 


@ With a prospecting plan that includes the modern advertis- 
ing and canvassing material in the field, including the adroit 
use of radio. 


These stand behind the Shield Man, our representative, as he 
calls at the American Home... . 


3,500 calls each day in 21 states, from the Atlantic to the Pacific 
and from the Gulf to the Great Lakes. 


“The Shield Company Helps Its Men Shield Millions. 








The NATIONAL LIFE AND 
ACCIDENT Izsurance Co., Inc. 


HOME OFFICE, ational Building, NASHVILLE, TENN. 
we C. A. CRAIG, Chairman of the Board, W.R. WILLS, President be 























Bull Tied Outside in New York | 









1. “No bull!” was the slogan of New 
York City’s novel “speechless” sales 
congress. Here is Chairman P. A. Pey- 
sey of the sales congress committee ty- 
ing the bull outside. 

2. “The Salesman Is a Dummy” was 
the mysteriously heralded opening act 


for New York’s “speechless” sales con- 
gress which packed the audience in by 
9:15. From left to right, “Georgie,” 
Marshall Montgomery, radio artist and 
ventriloquist, and Kenneth Anderson, 
Provident Mutual Life. The act was 2 
huge success. 








Diefenbach to St. Paul 


for Connecticut Mutual 


The Connecticut Mutual has appointed 
J. A. Diefenbach general agent for 
southern Minnesota with headquarters 
in Pioneer building, St. Paul. He goes 
from Madison, Wis., where he super- 
vised a unit of the Milwaukee agency. 
He succeeds Benjamin Brater, who will 
continue as associate general agent. 

Mr. Diefenbach has been in life insur- 
ance 26 years, having done personal 
production and managerial work in IIli- 
nois, Missouri, Iowa and Wisconsin. He 
wrote $250,000 or over for ten consecu- 
tive years, and as manager has built sev- 
eral successful agency units. 


Links Credit to Life Insurance 


Importance and relation of life in- 
surance to credit was discussed by Lin- 
wood Butterworth of Davis & Butter- 
worth, Richmond general agents New 
England Mutual Life, at the November 
dinner-meeting of the Richmond Asso- 
ciation of Credit Men. He showed how 
life insurance stabilizes the credit of a 
firm in the event of the death of any 
of its officers and also showed through 
its use as a reserve account during the 
lives of its officers, 

P. P. Duffey, general agent Connecti- 














cut General Life and head of the Gen- 
eral Agents & Managers Association, 
was also a guest of the credit men. 





Discuss Unemployment Act 


DETROIT — Michigan’s unemploy- 
ment act combines the best features ol 
similar acts of other states, Harry Sla- 
vin, general counsel Michigan unemploy- 
ment insurance commission, told the 
Michigan Actuarial Society at the No- 
vember meeting. ‘ 

Michigan’s act calls for first merit 
rating to employers in 1941. In order 
for the employer to obtain the highest 
merit rating it is necessary for him to 
have no benefits charged against the 
fund for three years and four months 
and to have a minimum of 8 percent 0! 
the payroll in a reserve fund for the 
insurance, allowing him sufficient credit 
to cut the payrool contribution to 1 
percent. . 

Fred Hamm, Maccabees, summarized 
the American Institution of Actuaries 
convention. 





Akron Agency Wins Honors 

The Akron, O., agency of the Ohio 
State Life carried off first honors in the 
campaign which was put on by the fiel 
force in honor of President Claris 
Adams. Marion, O., was second. 
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Double Indemnity Cases 


Counsel L. M. Gardner of the New York Department 
Treats Also of Total and Permanent Disability Claims 





— 


L. M. Gardner, counsel of the New 
York insurance department, in a talk 
before the New York County Lawyers 
Association, spoke on problems in dou- 
ble indemnity insurance cases and how 
to prove a total and permanent disabil- 
ity case. He said that for years there 
had been discussions as ta the differ- 
ence between “accidental death” and 
“death through accidental means” and 
until March of this year the question 
was not settled in the court. 


New York Case Decided 


Then the court of appeals with one 
judge dissenting definitely answered the 
question so far as New York is con- 
cerned in the case of Mansmacher vs. 
Prudential, 273 N. Y. 140. In that case 
the assured died from taking an over- 
dose of veronal. The court held that 
death was not intentional and therefore 
was accidental. The company claimed 
that although the death may have been 
an accident it would not be occasioned 
by “accidental means.” : 

The speaker said that if a lawyer is 
consulted regarding a possible claim 
under a double indemnity clause the first 
thing for him to do is to obtain a photo- 
stat copy of the proofs of death fur- 
nished the company. If the proofs do 
not show acts from which prima facie 
there is proof of accidental death, there 
can be no recovery and the step for 
the lawyer to take is to demand more 
forms and submit supplemental proof. 
If this is not done there can be no re- 
covery as the furnishing of such proof 
is a condition precedent. 

In cases of this kind one of the great 
problems, Mr. Gardner said, is to get 
sufficient evidence ta prove an accident. 
The plaintiff has this burden, at least 
in theory. Mr. Gardner took up suicide 
cases, saying that all double indemnity 
and accident policy provisions in such 


Genial Host 














JOHN J. KING, New York City 


As is his wont and very delightful 
custom, President John J. King of the 
Hooper-Holmes Bureau of New York 
City will give a dinner during Life 
Presidents week in honor of the recently 
elected president of the American Life 
Convention, who this year is Harry R. 

Jilson, vice-president American United 
Life. Mr. King will give his dinner the 
evening of Dec. 1. These yearly occa- 
sions are always conducive to promoting 
good fellowship and finer friendships. 








instances exclude “death by accident 
while sane or insane.’ When a man is 
found dead in a car with carbon monox- 
ide gas, the question immediately arises 
as to whether it was an accident or a 
suicide, Mr. Gardner stated. In his opin- 
ion he said the fair thing to do is to 
settle these cases for one-half the 
amount of the claim. 

In speaking of total and permanent 
disability cases, he said that while the 
companies discontinued writing the $10 
per thousand per month some time aga 
there are thousands of policies outstand- 
ing containing the clause. Before suit 
is started Mr. Gardner advised that the 
doctors be consulted to make sure that 
the client is entitled to recover. He 
said that the companies all try to be 
fair and the lawyers. will find that usu- 
ally there is a legitimate question of fact 
to be tried. The companies do not pay 
“nuisance values,’ Mr. Gardner said and 
if a client does not have a case of medi- 
cal testimony he advised the attorneys 
not to waste their time in litigation. 


Politician on the Payroll 


He asked the question whether a poli- 
tician on a payroll may be considered 
entitled to disability. This question, he 
said, has not been decided in New York 
but has been in two other states with 
a different result in each. In Woods 
vs. Central Life 271 N. W. 850, the court 
held that the assured was entitled ta re- 
cover. Prior to the time that he held 
office he had been a pharmacist and was 
paralyzed below the waist. In Thigpen 
vs. Jefferson Standard NO4, NC 551, 
the court ruled that there could be no 
recovery. 

Mr. Gardner said that a lawyer in 
taking a case should do so with an 
agreement that the fee is to be based 
on the amount collected on termination 
of the suit. Mr. Gardner gave specific 
advice as to retainer, proof, complaint, 
preparation for the trial, and the trial 
itself. 

He cited a number of cases where 
the issue came up and said that the ul- 
timate conclusion is whether the plain- 
tiff is totally and permanently disabled 
from following an occupation for profit 
or gain. The question arose whether 
a specialist would be allowed to answer 
that question and both counsel for de- 
fendants objected on the ground of com- 
petency. The U. S. Supreme Court 
case, U. S. vs. Spaulding, 293 U. S. 
498 holds that a specialist should not be 
allowed to answer such a question. 


Approximate Justice Rendered 


In all cases, Mr. Gardner said that he 
believes that justice will be better served 
if counsel for the plaintiff permits the 
insurance company to have examination. 
If this course is pursued many times the 
companies will recognize the claim, he 
stated. Some cases are so close that only 
litigation or arbitration can decide who 
is right. In closing, Mr. Gardner said: 

“After trying these and similar cases 
for five years and now having had five 
months away from such trials I want 
ta say that I still believe that in spite 
of prejudice against large companies and 
sympathy for an individual against a 
corporation, balanced against the advan- 
tages in favor of the companies in that 
they have resources and can appeal with 
a fair average of reversals, I feel approx- 
imate justice is rendered in our courts 
of this state. I believe arbitration would 
be especially adopted to these cases after 
the courts have definitely laid down the 
rules of law.” 


Haggerty Cleveland Speaker 


The Insurance Executives Club of the 
Cleveland Life Underwriters Association 
will hear a talk on association affairs by 
Lloyd A. Haggerty, president of the 
association, Nov. 26. 

















BROAD 





The Lincoln National Life provides its 
field men with a complete business target. 
The classes of LNL insurance risks are: Men, 
preferred risks at Preferred Rates; men, sub- 
standard physically; men, substandard be- 
cause of occupation; women, married and 


single; children down to one day of age. 


LNL protection is available, through its 


agents, to all five classes. 


* 
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Fort Wayne, Indiana 
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**How’s Business?” is not an uncommon question among life insur- 
ance salesmen. Next to the weather, football, and the high cost of living, 
it’s probably the favorite topic of office conversation for them. 





Successful salesmen know that the best place to find the answer to 

this question is not in office conversations with their fellow underwriters, 
but out on the firing line in the presence of prospects. So that’s where they 
spend their time. 





By spending their time in the presence of prospects, fieldmen 

of Northwestern National Life of Minneapolis found business in 
October better than a year ago, just as they had found it in August and 
September. October new business for them showed a substantial gain over 
the same month of a year ago, and, as the application entry crew of the 
home office new business department is discovering, November is pointing 
in the same direction with a 27 per cent increase for the first eleven days. 











Agency Analysis for Next 
Year's Production Plans 





With the approach of a new year gen- 
eral agents and managers are making 
plans for 1938. Self-analysis, which is 
urged as one of the important things in 
aiding personal production, is likewise 
important for the general agent or 
manager. He should have a true picture 
of the condition of his territory and out- 
line a general program for the coming 
year. The following analysis is used by 
O. Sam Cummings, Texas general agent 
of the Kansas City Life. He has an 
agency of over 200 men producing nearly 
$20,000,000 annually. The agency has 
over $80,000,000 insurance in force. Mr. 
Cummings is president of the National 
Association of Life Underwriters and is 
especially outstanding in his organization 
work, The first part of his analysis pre- 
sents a picture of the agency, the sec- 
ond part a plan sheet for 1938. 


Analysis of 1937 Production 


(a) Total paid annual premium busi- 
ness—volume. 

(b) Total single premium and an- 
nuity business—premiums. 

(c) Average premium, 
prem, and annuity. 

(d) Average policy size, excl. single 
prem. and annuity. 
(e) Percent business from urban ter- 
ritory. 
(f) 
ritory. 


excl. single 


Percent business from rural ter- 


Agency Statistics 


(a) Number of full-time agents, 1937. 
Their production. 
Average production. 
Percent paid business produced by 
full-timers. 
Number full-time agents can- 
celled. 
Production of cancelled full- 
timers. 

(b) Number of part-time agents, 1937. 
Their production. 
Average production. 
Percent paid business produced 
by part-timers. 
Number part-time agents can- 
celled. 
Production of cancelled part- 
timers. 

(c) Number of prospective agents in- 


terviewed, 1937. 
(d) Number new full-time producing 
agents appointed, 1937. 

Their production. 

Average production. 
(e) Number new part-time producing 
agents appointed, 1937. 

Their production. 

Average production. 
(f) Number non-producing new 
agents, 1937. 
(g) Percent 1937 production 
new agents. 
(h) Percent 1937 production general 
agent’s personal business. 


from 


Agency Finance 


(a) Capital account, Jan. 1, 1937. 

(b) First-year income, 1937. 

(c) Renewal income, 1937. 

(d) Total Income, 1937. 

(e) Total expenditures for operating, 
1937. 

(f) Drawn from business by general 
agent. 

(g) Capital account, Jan. 1, 1938. 


Agency Recruiting Plans 


i 


App-A-Week clubs. 
Analysis of agents’ records. 


(d) 
(e) 


Financing Agents 


(a) Advances—in advance of produ. 
tion, 
(b) Advances—against receivables, 


(c) Loans against receivables, 
(d) Salary and commissions, 


Sales promotion 


(a) Advertising. 
(1) Newspaper. 
(2) Direct mail. 
Prizes. 
Special offers—bonuses, etc. 
Contests. : 
Qualification for company clyb 
meetings. 
(f) Qualification for agency sales 
conference, 
(g) Qualification for agency camp, 
(h) App-A-Week clubs. 
(i) Agency bulletins and letters. 


Service to Policyholders 


(a) Renewal notices and’ correspond- 
ence. 
(b) Service call routine. 


(c) Assignment of orphan policy. 
holders. 

(d) Age-change service. 

(e) Agency renewal record for 1937, 


Division of Agent’s or Manager’s Per. 
sonal Time by Percentages 


(a) Office. 
Correspondence. 
Conferences with agency's 
executives. 
Conferences with agents. 
Conferences with prospective 
agents, 
Training. 
Meetings. 
Study and planning. 
Personal affairs. 

Study and planning. 
(b) d. 
Recruiting. 
Training on job. 
Joint work, old agents. 
Field supervision. 
Personal selling. 
Civic activity. 
Association activity. 
Personal affairs. 





PLAN SHEET FOR 1938 


How shall I divide my personal time? 
1. Personal production of life insur- 
ance. 

2. Recruiting and training new 
agents. 

8. Supervising and directing all 
agents. 

4, All other work, including conserva- 
tion of old business; planning sales con- 
tests; supervising office, etc. 


What shall be our production goal for 
1938? 





1. Total volume of business or pre- 
miums for 1938. 

2. Volume of business or premiums 
from old agents. 

3. Volume of business or premiums 
from new (1938) agents, 


What is our budget of prospective in- 
come and expenses for 1938? 

1. Prospective income. 

2. Prospective expenditures, 

3. General agent’s or manager’s pros- 


(a) Methods of recruiting. 
(b) Sources of recruits, pective income. 
(c) Supervisors. What shall be our agents’ personnel goal 
(d) District managers ang unit man- for 1938? 
agers. 1. Total number of full-time agents. 
ining Plans 2. Total number of part-time agents. 
ay Pee ce 3. New full-time agents to be hired 
(a) Individual instruction by gen- | jn 1938, 
eral agent or manager. 4. New part-time agents to be hired 
(b) Training schools—day, night, or | in 1938. 
both, 5. New agents to be hired each month. 


(c) Correspondence courses. 

(d) Agency meetings, 

(e) Group educational conferences in 
the field. 

(f) Company and agency publications. 
(g) Supervisors. 

(h) District managers. 


Supervising Agents 
(a) Supervisors, district managers and 


What recruiting methods and sources 


shall we emphasize in 1938? 
1. Methods, 
2. Sources. 


On what section of our territory shall 


we concentrate in 1938? 
1. Analyze territory to determine 


where may get best results, based on 








unit managers. 
(b) Quotas. 





(c) Time control plans—daily, weekly 


Improved slide rule, 


Sell with settlement option approach. 
instructions only 





or monthly reports, 


$1.50. Order from National Underwriter. 
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————— 
pusiness conditions, crop conditions and 
character of competition. 


on what classes of prospects shall we 
concentrate in 1938? 

1, Farmers. 
Business men. 

3, Salaried people. 

4, Professional people. 


what shall be the training policy and 
plan of our agency for 1938? 

1. Require every new agent to take 
correspondence course, 

9, Training by supervisors. 

3. Joint work with agents as train- 
ing method. 

4, Educational in the 
field. 


what supervision can we afford and pro- 
vide in 1938? 

Salaried supervisors, 

District or unit managers. 

Quotas. 

Daily, weekly or monthly reports, 
App-A-Week club. 

Analysis of agents’ records. 


What services can we offer to agents in 
1938? 


1. Lead services. 
9, Financing service. 


conferences 


PoP Spr 


' what stimulation can we give to agents? 


1, Personal contact in field. 
2. Weekly agency bulletin. 
3. Correspondence, 

4, Sales contests. 

5. Prize offers. 

6. Bonuses, trips or camp. 


| What can we do to help conserve busi- 


ness on books? 

1. When hiring agents impress with 
importance of conservation. 

2 Teach agent relation between 
proper selling and lapse rate. 

8. Follow-up cases on days of grace. 

4. Follow-up on lapses. 

5. Our renewal goal for the year 
WUE: fois ce cess percent, 


What can I do to improve myself? 

1, Do I organize my time properly? 

2. Do I do a good job of finding pros- 
pective agents? 

3. Do I “sell” new agents well on life 


4 insurance selling? 


4. Do I have an effective training 
plan for agents? 

5. Do I render prompt service to the 
agents? 

6. Have I increased my proficiency as 


' a life insurance salesman? 











for 


re- 





7 Am I a leader; tolerant, fair, in- 
formed, inspiring? 





Would She? 


A good approach for selling partner- 
ship or business insurance: “Would your 
partner's widow be your choice of a new 
partner ?”—Unitype. 





Connecticut Mutual Record 
During Its Campaign 


Tenth Decade Inaugural Event 
Passed Objective Set at the In- 
ception 


——-+ 


HARTFORD, CONN.—With a final 
record week of $7,941,873 of life insur- 
ance production, the Connecticut Mu- 
tual field force put the “tenth decade 
inaugural campaign” over the top with 
101.9 per cent of objective. The cam- 
paign lasted from Oct. 4 to Nov. 12 and 
the production during this six weeks’ 
period amounted to $25,476,689, which is 
twice as much as that written during 
the corresponding period last year when 
the production was $12,736,849. This 
outstanding achievement is all the more 
remarkable when it is realized that the 
campaign took place during a period 
when general business conditions were 
very unsettled. 


Leaders Are Given 


Forty-three out of the 70 general agen- 
cies achieved 100 per cent or more of 
their objective. Five received 200 per 
cent or more of their objective, being 
led by the C. W. Baldwin agency, Seat- 
tle, which turned in a final percentage 
of 244.8 per cent. 

The various agencies were divided into 
seven groups, each group under the 
leadership of a home office executive. 
The group of agencies headed by Medi- 
cal Director C. B. Piper achieved the 
greatest percentage of objective with 128 
per cent. The runner-up group was 
headed by Vice-president P. M. Fraser 
and achieved 122.1 per cent of objective. 


Will Be Given a Dinner 


In January those agents who were 
the leaders in paid-for volume during 
the campaign will be given a testimonial 
dinner in Hartford, at which they and 
the heads of the two leading groups, Dr. 
C. B. Piper and Vice-president P. M. 
Fraser, will be honored. 

This campaign was the second part 
of a three months’ sales plan. The first 
step was in October when the field force 
devoted its activities to lining up pros- 
pects for the campaign just completed. 
During the latter part of November and 
December the final step of the plan 
will be put into effect when an inten- 
sive effort will be made to pay for all 
outstanding business. 





Reception Committee Heads 




























JAMES LEE LOOMIS 





LEIGHTON McCARTHY 


President James Lee Loomis of the Connecticut Mutual Life is chairman of 
the reception committee for the annual meeting of the Association of Life Insur- 
ance Presidents. at the Waldorf Astoria, New York City, Dec. 2-3, and President 


Leighton McCarthy of the Canada Life is vice-chairman. 
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Full-page advertisement appearing in Saturday Eve- 
ning Post, November 6th, and Time, November 22nd. 


Bringing life underwriting 
to its highest 
PROFESSIONAL expression 


@ Pictured above is the second nation-wide an- 
nouncement of the “Family-needs Forecast’’—a 
development which allows the underwriter to 
render a custom-built service to his clients, 
makes his diagnosis of their problems profes- 
sional in the fullest sense. 


The Family-needs Forecast is proving pop- 
ular with Union Central men all over the coun- 
try—because it is an amazingly effective, almost 
sure-fire selling device, and hence is putting real 
money in their pockets. 


The Family-needs Forecast is universal in its 
application. During November, Union Cen- 
tral men are using it on the prospect group from 
which 25 to 50% of a good agent’s commissions 
come—ahis old policyholders. These good pros- 
pects’ favorable reaction to the Forecast is bring- 
ing extra income to the entire field organization. 


The UNION CENTRAL LIFE Insurance Company 


GUI NEGUIN ING Wa @l st k® 














































10 THE NATIONAL UNDERWRITER 


November 26, 1937 














Discount Threat 
of Nationalization 


(CONTINUED FROM PAGE 1) 


should the recession continue for any | be carried out. 
length of time. 


eral regulation and control. 








policies, while leaning strongly to the Rather than 


though, perhaps, with a measure of fed- 


Nor has Congress, despite four years 
of slavish obedience to the President’s 
demands, ever been sufficiently servile 
to permit a nationalization scheme to 
Even the first session 
, . of his administration was not so per- 

At the same time, the President never | fectly under control as ta permit that; 
has seriously considered the nationaliza- | and the Congress of today has learned 
tion of insurance, railroads or utilities,| that the President is vulnerable and 
as is believed in some quarters. His} would jeer down any such demand. 
nationalization, 
left, have ever been predicated on an in- | Roosevelt’s answer to unrestricted re- 
dustry under private management al-| sistance to his policies on the part of 
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New England Mutuals First President, Judge Willard Phillips, 
signs the First Policy. Director James Savage bought this First 
Policy on the life of his son, age 12,—the earliest illustration of 
the Father-and-Son insurance idea in America. 





New England Mutual enjoys the unique dis- 
tinction of having its Insurance in Force today 
greater by 31% than on January 1, 1929. 


New ENGLAND MUTUAL 


Life Insurance Company of BOSTON 
Grorce Witrarp Smita, President 


Oldest Chartered Life Insurance Company in America 
THE FIRST MUTUAL—1835 




































AGENCIES 





IN 38 STATES FROM COAST TO COAST 











major industries has been competition. 
The TVA and the proposal for “little 
TVA’s,” putting the government into 
the power business, is his challenge to 
the utilities. The railroads are under ad- 
ministration control through the Inter- 
state Commerce Commission, and the 
government has one foot well into the 
insurance business with the old-age an- 
nuities of the social security act and the 
mortgage guarantees of the federal 
housing administration. And the insur- 
ance companies of the country are one 
of the most important markets for the 
securities which flow out of Washington 
in an unending flood as the national debt 
climbs skyward. 


VIEWS IN HARTFORD 


HARTFORD—Reaction of life insur- 
ance men in Hartford to the assertion 
of a Washington information service 
that nationalization of railroads, utilities 
and life companies is a possibility within 
less than a year, was one of emphatic 
doubt. 

Loath for the most part to comment, 
on the ground that current gloomy sen- 
timent needs little added to its worries, 
officials here felt that the “dape” doesn’t 
make sense. Admittedly, they say, gov- 
ernment ownership of the railroads is 
well within the realm of possibility, but 
there is no reason to fear such a fate 
for the power utilities and life insurance, 
at least until collectivism is farther ad- 
vanced than it is now. 

It was also remarked that within the 
administration, sentiment can be found 
for almost any radical departure in 
government, but chances for success in 
Congress are quite another thing. 

All in all, insurance men here seem 
to feel that it will be safe to await some 
more tangible evidence of plans to take 
over their business before becoming un- 
duly excited by the prospect. 


One of the news letter services in 
Washington suggested the possibility of 
nationalization of insurance, railroads 
and utilities and Gen. Hugh Johnson, in 
a recent radio broadcast, made the same 
statement. 


COMMENTS OF HENRY NORTH 


SAN FRANCISCO — Commenting 
upon the statement of Hugh Johnson 
that insurance and other industries 
might become nationalized, Henry E. 
North, vice-president Metropolitan Life, 
in an address to the San Francisco Life 
Underwriters Association at the closing 
session of the eight weeks seminar, 
pointed out that such a movement, if it 
actually exists, may be stemmed by the 
intelligence of the agents. “I am not an 
alarmist nor am I attempting to make a 
political speech” said Mr. North, “but 
this information came over the public 
radio and it may have an effect upon 
certain people of this country.” He 
pointed to the work of the American 
College of Life Underwriters in educa- 
tion of life insurance agents and the 
proper writing of business as one of the 
important bulwarks against such a 
movement, warning those present that 
their work is not just for a day but 
rather deals with the future and the 
happiness of the people of the country. 
He urged the agents to “take their job 
seriously” and to see that they leave 
proper impressions on the sands of time. 


Company Title Is Changed 


Colonial Life of Houston, Tex., will 
hereafter be known as the Southern 
Union Life & Casualty, a charter 
amendment to effect that purpose hav- 
ing been filed with the secretary of state. 








Publish N. F. C. Proceedings 


Proceedings of the 24th annual meet- 
ing of the National Fraternal Congress 
held at Columbus, O., at the end of Au- 
gust, are being forwarded to members 
this week. The volume contains 338 
pages, with a list of member societies 
and principal officers, NFC official staff 
and executive and standing committees. 











Inserts contain data of members’ wel- 











Chicago Girl Winner to Us 
Award for Education 

















































Joan W. Augustus, 15-year old sty- 
dent at Hyde Park highschool, Chicago, 
who won first prize of $200 in the na- 
tionwide highschool letter writing con- 
test sponsored by the National Associa- 
tion of Life Underwriters, is shown as 
she was being presented the award by 
A. E. McKeough, president Chicago as- 
sociation (right) and F. J. Bray, chair. 
man Chicago contest committee. 

She is a daughter of Mr. and Mrs. 
Joseph Augustus, Girl Scout, an editor 
of the Hyde Park “Annual,” and is an 
excellent student in science and Eng- 
lish. She plans to use the award to 
further her college studies. 

Miss Augustus won in a field of ap- FF 
proximately 100,000 letters received from & 
more than 1,200 highschools and 175 
local life underwriters associations. 






































insurance, income and disbursement, as- 
sets and liabilities, valuation and other 
exhibit. 





Actuaries Discuss Personnel 


Personnel problems and an outline of FF 
methods of handling them were dis- F 
cussed by C. C. DePew, personnel di- FB 
rector Continental Assurance and Conti- F 
nental Casualty at the monthly meeting F 
of the Chicago Actuarial Club. Plans — 
were considered for a dinner-dance to — 
be held early in December. H. O. Cedar- 
holm, North American Life being in — 
charge of arrangements. C. B. Strom, 
Continental Assurance, and Lelander F- 
Norman, Central Life of Illinois, were 
elected members. 








f 
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ASSOCIATIONS _ 


Grand Rapids, Mich.—The philosophy 
of life insurance selling developed by 45 
years of experience was presented by 
A. C. Utter, Detroit general agent New 
England Mutual Life. 








Birmingham, Ala.—Sales technique was — 
discussed by Holcomb Green, Guardian — 
Life Atlanta manager. Plans are being 
made for the annual sales congress — 
Jan, 21, 





Saginaw—Gain Stinson, Flint general 
agent Northwestern Mutual, spoke on 
“Prospecting in the Needs and Uses of 
Life Insurance.” 





Atlanta—H. T. Green, Guardian Life, 
spoke on “Sales Technique,” holding that 
insurance sales hinge on mapping a sound 
system of prospecting, and recognizing 
insurance situations, 








Oklahoma City—John Wilson, manager 
Retail Credit Company, spoke on “Appli- 
cant Rejected—Confidential Information.” 
He stressed value of obtaining an unl- 
biased financial and moral picture of at 
applicant for life insurance. The next 









fare disbursements, adult and juvenile 





meeting will be held Dec. 11. 
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David Gilbert Propounds 


Life Insurance Views 





In a recent issue THE NATIONAL 
UNDERWRITER had an editorial on the 
“Gilbert Menace” commenting on the in- 
yitation that was extended to David 
Gilbert of the Gilbert & Sullivan or- 
ganization, Philadelphia and New York 
City, referring to him, however, as 
“Mort.” David Gilbert feels that his 
position should be set forth inasmuch 
ag THE NATIONAL UNDERWRITER criticises 
his public utterances. Needless to say 
Tuas NATIONAL UNDERWRITER is not in 
sympathy with what Mr. Gilbert is try- 
ing to do, namely to reflect on cash 
values in life insurance. 

Those that have gone through finan- 
cial and economic crises realize that 
after all the so-called investment feature 
of life insurance is a tremendously sound 
bulwark. No company that has featured 
term insurance has made a success. Mr. 
Gilbert says in his letter: 

“In your article, ‘The Gilbert Men- 
ace,’ Oct. 8 issue, you stated that 
Mort Gilbert was to speak. Mort Gil- 
bert is not in any way connected with 
this organization. It was I, David Gil- 
bert, of the Gilbert & Sullivan Organ- 
ization, who was invited to speak before 
the Kiwanis Club at Reading. At the 
last minute, pleas from certain life in- 
surance men to cancel this engagement 
prevailed, and my talk was canceled by 
wire, and a letter of deep regret and 
apology from the Kiwanis Club fol- 
lowed. This cancellation has appar- 
ently created additional interest. 

“IT attended that meeting and listened 
td the substituted speaker After his 
talk, a number of insurance men sur- 
rounded me and wanted to knaw why I 
was not permitted to speak. Members 
of the club, in general, questioned the 
cancellation, as a result of which I am 
to be invited to speak ‘eventually.’ 


Title of Unspoken Talk 


“The title of my unspoken speech is 
‘The Hoax of Life Insurance as an In- 
vestment.’ It is not so much about the 
advantages of the proper renewable 
term policies, as an open attack on the 
ever decreasing and insufficient yield on 
over 20 billian dollars of the American 
policyholders’ funds, which has been 
causing the insurance executives in 
charge of this enormous fund such deep 
and disturbing concern. 

“It is high time that the policyholders 
at large know the whole truth. The in- 
surance companies should follow the 
suggestion of Mr, Blackall, Connecti- 
cut’s insurance superintendent, who, in 
a recent speech, said: 

“Tf I were a life insurance executive, 
and had any influence with my col- 
leagues, I would say that an important 
and necessary step to take at the present 
time is to endeavor by all avenues pos- 
sible ta inform the public at large as to 
all the ramifications of the business of 
life insurance.’ 

“At the same meeting, George A. 
Bowles, superintendent of insurance of 

irginia said: ‘The rate of interest 
earned had decreased in this period 
(since 1930) from 5.03 to 3.68 percent, 
and a continued decrease may well in- 
dicate trouble ahead.’ 


Wants Loans Taken Out 


“In spite of this most disturbing in- 
terest problem, the insurance companies 
are more than ever driving for high pre- 
mium, cash value type policies. In fact, 
Suggestions have been made by Com- 
missioner Palmer of Illinois and Ralph 
R. Lounsbury of the Bankers National 
Life, that cash loan provisions in the 
policy be changed by law so that policy- 
holders in the future should not be per- 
mitted to make loans against their poli- 
cies. I earnestly believe that unless this 
loan provision is legally taken out of 





the contract, and very soon, there may 
be no privately operated life insurance 
companies. 

“How long must the American policy- 
holder be kept in ignorance as to the 
ramifications of his cash value life in- 
surance policies? You no doubt know 
that twice the amount of insurance 
could be sold ta the American policy- 
holder, in cases where it is needed, if 
it were detached from the very unsound 
and dangerous cash value or demand 
banking business. More important, the 
lapse ratio would be reduced materially 
and stirrender charges abolished. The 
old adage, ‘An uninformed buyer -is 
easily hoodwinked,’ has never been so 
adequately proved as in the life insur- 
ance transaction. Somebody must tell 
the policyholder the truth.” 


Recruiting Is Discussed 
In his second discussion on “Recruit- 


ing” before the Life Insurance Manag- 
ers’ Association of Los Angeles, Dr. 








Chas. J. Rockwell, University of South- 
ern California, told of the desirability 
of securing younger men, particularly 
college men. An open forum was held 
with James H. Cowles as chairman, as- 
sisted by W. M. Hammond, Kellogg 
Van Winkle, A. A. Dewar and Fred M. 
‘McMillan, each of whom gave an in- 
teresting outline of his individual expe- 
rience in the employment of young men 
as agents. 


Minding the Gap 

John W. Yates, California general 
agent Massachusetts Mutual Life, speak- 
ing before the Omaha life men on 
“Minding the Gap,” related how, as a 
farmer boy in Georgia, it was his job 
during the watermelon season to mind 
the gap in the fence between the patch 
and the big road, so the melons would 
not be spirited away by passersby. Then, 
drawing the analogy, he said that, un- 
fortunately, men and women so naturally 
do‘not realize how rapidly the years of 
productivity are spirited away, how fast 
the current of time sweeps breadwin- 





ners toward the day when—often with- } 


out noticeable warning—old age or 
death destroys earning power. 

“It is our responsibility,” he said, “to 
mind the gap, to preach the gospel of 
life insurance as the surest way to for- 
tify against encroachments of time.” 











NEWS OF WEEK 


Real estate appraisal plan designed 
for uniformity and better protection, to 
be presented for approval at New York 
meeting of National Association of In- 
surance Commissioners next week, is out- 
lined. Page 1 





* *k * 


Movies are move widely accepted by 
courts as evidence in disability suits to 
eurb fakers. Pagel 

i ae 


Congress counted on to stop business 
recession and threat of insurance nation- 
alization. Pagel 

x * * 


“Speechless” sales congress makes hit 
in New York City. Page 3 
* * * 


Directors of the Northwestern Union 
Life of Ottawa, Ill., vote to reinsure the 
business in the Illinois Bankers Life of 
Monmouth. Pagel 








Beckett Recuperating 


S. H.. Beckett, deputy insurance com- 
missioner of California, is confined to 
his home in San Francisco, recuperating 
{from a serious illness which affected his 
throat. It is expected that he will not 
be able to return to his office for about 
three more weeks. 

















Field Responses to the Pilot’s New 
Direct Mail Service 


From a veteran star producer: 


"| think the new Direct Mail Service is the finest sales hel 
ever been given. Through it | have just obtained two applications 
totalling $25,000, with commissions amounting to more than $350." 


From a new Special Agent: 


‘After receiving a business reply card from one of my prospects, | 
went to see him immediately and found him in a very receptive 
mood. In about fifteen minutes | had outlined and explained the 
Life Income plan and had his application for $10,000. | called again 
today and placed the policy. Only three calls, with the aid of the 
Direct Mail, and the policy is in force." 


The earning of Pilot men is being materially increased through the 
new Direct Mail Service. Last month, the first since its inauguration, 
their income, exclusively from this sales aid, was over $1,000. 


PILOT LIFE INSURANCE CO. 


Greensboro, North Carolina 


Emry C. Green, President 
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Uniform Appraisal 
Plan Is Proposed 
by Commissioners 


(CONTINUED FROM PAGE 1) 


mendations should permit whatever 
method of retention or employment in- 
dividual departments might desire. 

It would be unwise to prescribe uni- 
form appraisal forms, but only to stipu- 
late minimum standards, the committees 
decided, leaving further development to 
the departments or companies; and in 
many cases*it would be wise to allow 
the individual appraiser to determine his 
own method of approach rather than to 
prescribe a routine, so he could adapt 
his methods to specific problems. 

The conferees deemed it unwise to 
attempt to prescribe methods by which 
a department could examine real estate 
and mortgage assets of companies domi- 
ciled in the state, or by which one de- 
partment could satisfy another as to 
completeness of its examination. Con- 
sensus was that if such matters were 
handled in one state under advice or 
direction of an appraisal expert, the lat- 
ter could, in conference with the expert 
of another state department, satisfac- 
torily reply to inquiries regarding indi- 








vidual companies or department exam- 
ination practices. Also, an expert re- 
tained by the National Association of 
Insurance Commissioners could assist 
various states in developing simple uni- 
form practices, and could act as adviser 
to the examination committee, especially 
in connection with convention examina- 
tions. 


Recommendations Outlined 


The recommendations agreed on at 
the conference, and which will be sub- 
mitted to the commissioners, are: _ 

That the commissioners examination 
committee take action so departments 
will approve mortgage and real estate 
assets of companies when these are 
based on appraisals satisfactory to the 
departments, predicated upon the fol- 
lowing: 

(1) That appraisal certificates shall 
include the following minimum require- 
ments: (a) Complete description of the 
property; (b) description of the neigh- 
borhood; (c) photographs of the prop- 
erty and neighborhood; (d) comments of 
appraiser as to appropriateness of build- 
ings and improvements to the location, 
and as to population and valuation trends 
in the neighborhood; (e) details of com- 
putations and reasons of appraiser; (f) 
that appraisal findings or conclusion of 
value be as to the property as a whole, 
after which the appraiser shall apportion 
value to land and buildings; this being 
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In contrast to the unsatisfactory “summa- 


tion” method of calculating land and 
buildings separately and deriving a total 
value without respect to value of prop- 
erty as a whole; (g) certification by ap- 
praiser that he has personally inspected 
property, has no present or prospective 
direct or indirect interest in appraised 
property or use of the appraisal; that his 
employment in the appraisal was not 
contingent on returning appraisal find- 
ings in any specified or implied amounts, 
or otherwise contingent, and that all 
statements contained in the report are 
true to his best knowledge and belief, 
and subject to such exceptions as he 
may specifically mention; (b) that ap- 
praiser shall either attach to appraisal 
certificate or file separately a statement 
of his experiences and qualifications. 


Other Elements in Plan 


(2) That such appraisals be secured 
by the companies (appraisers to be se- 
lected by the companies): (a) When 
making mortgage loans; (b) upon real 
estate now owned, hereafter when ac- 
quired, and each five years thereafter; 
(c) when mortgage loans are two years 
delinquent. The appraisal so secured 
may be used as of the date of acquisition 
(2-b above) if the latter date is within 
18 months; (d) loans to officers, direc- 
tors and affiliate or subsidiary companies 
shall be appraised in the same manner 
and frequency as to real estate owned. 

(3) That the National Association of 
Insurance Commissioners and each state 
department retain or employ a recog- 
nized realty expert as adviser: upon ap- 
praisal and realty matters. 

(4) That when companies and states 
follow such process and the examination 
of the real estate and mortgage accounts 
has been reviewed by the expert em- 
ployed as above by the domicile state, 
such asset values shall be accepted by 
other states. 

That examinations recently made by 
state departments having a systematic 
method of evaluating real estate and 
mortgages will be accepted by other 
states, provided that such methods are 
approved by the examination committee 
of the National Association of Insurance 
Commissioners, 


Officials Taking Part 


Those attending the Pittsburgh con- 
ference were Superintendent Bowen, 
who was chairman in the absence of 
Commissioner Carpenter of California; 
Commissioner Knott, Florida; E E. 
Thorpe, chief real estate bureau, New 
York department, representing Superin- 
tendent Pink; R. T. Cragin, Cleveland; 
C. B. Shattuck, Los Angeles; C. A. 
King, Tulsa, Okla.; J. B. Green, St. 
Petersburg, Fla.; M. G. Thalhimer, 
Richmond, Va.; F. M. McCurdy, Brook- 
lyn, N. Y.; P. W. Kniskern, Philadel- 
phia; E. L. Ostendorf, Cleveland, and 
H. S. Miller, Dallas. 

The meeting took place during the 
annual convention of the National As- 
sociation of Real Estate Boards. The 
committees conferred informally with 
representatives of several life companies. 

The committee of the American Insti- 
tute of Real Estate Appraisers was ap- 
pointed at the request of Commissioner 
Carpenter. Created by the National As- 
sociation of Real Estate Boards in 1932 
to raise appraisal standards and ethics, 
the institute offered cooperation to Com- 
missioner Bowles and members of the 
appraisal committee. The institute has 
taken a leading role in seeking to im- 
prove appraisal methods and standards 
and was one of the prominent factors in 
the first National Appraisal Forum at 
Washington last week. 


Institute Offers Services 


The institute committee was headed 
by Mr. Cragin, who stated the facilities 
were at the disposal of the commis- 
sioners. He stated purposes of the com- 
missioners committee and Appraisal In- 
stitute would be seriously prejudiced if 
its participation in the study could be 
considered as an effort to align appraisal 
business to the benefit of institute mem- 
bers and to the exclusion of others. 

It was pointed out the general pur- 
pose of the institute was not to secure 
business for members but to raise ap- 
praisal standards and increase abilities 
of members. 





Cash in on social security with a 
benefit slide rule. Gets business. . $1. 
Order from National Underwriter. 
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October Sales Same, Gain 


of 4 Percent for Year 








meat 


October new ordinary life sales totaled 
$579,704,000, approximately the same 
as for October, 1936, according to 
the Sales Research Bureau. For the first 
ten months a gain of 4 percent is shown, 
North and .South Dakota showed the 
greatest improvement with gains of 25, 
percent and 34 percent respectively. For 
the year to date, Maine leads with a 
16 percent gain. 

The following table gives comparisons 


by sections 
October, 1937 Year to Date 
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D. J. Scott, Chicago manager of the 
Sun Life of Montreal, has been elected 
president of the Chicago Kiwanis Club. 
He is well known in Kiwanian circles. 
He served on the international board 
and 20 years ago was president of the 
Winnipeg Kiwanis Club. 








GROUP 
REPRESENTATIVES 
WANTED 


Eastern Company writing 
all forms of Group requires 
services experienced Group 
Salesmen. 


In replying give age, edu- 
cation, business experience, 
Group record and other infor- 
mation applicant considers 
pertinent. 

Replies treated in confi- 
dence. 


Our own men know of this 
ad. 
ADDRESS G-72_ . 
NATIONAL UNDERWRITER 
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Send 9 cents in stamps for 
sample copy of 


The Accident 
& Health Review 


The only exclusive accident and health 
paper published, 


It gives ideas and suggestions that 
help you sell income protection 
insurance. 


Address your inquiry to A-1946, 
Insurance Exchange, Chicago 
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DR. C. I. CHRISTIERNIN, New York 





JOHN R. HARDIN, Newark M. ALBERT LINTON, Philadelphia 


M. J. CLEARY, Milwaukee 
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see ' Life Insurance Presidents annual meet- | heads the Provident Mutual Life. Dr. 
103 ing to be held at the Waldorf-Astoria, | C. L. Christiernin is medical director of 
104 Dec. 2-3, form a quartet of distinguished | the Metropolitan Life. Here are four 
7” executives. magnificent companies and the speakers 
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M. J. Cleary is president of the North- 
western Mutual Life, John R. Hardin 


will give something outstandingly worth 
while. 








Life Insurance Flourishes 
in Democracies: Cummings 





O. Sam Cummings of Dallas, presi- 
dent National Association of Life Un- 
derwriters, addressed a noon meeting of 
the Oklahoma City chamber of com- 
merce Tuesday. He said he finds sig- 
nificance in the fact that the three coun- 
tries—United States, Great Britain and 
Canada—where life insurance has been 
most successful are the chief surviving 
examples of democracy and of the 
philosophy of individual liberty. 

“The phenomenal growth of life in- 
surance,” he said, “especially in the 
United States, is proof that our people 
are willing to pay the price of liberty 
In savings and sacrifice. With less than 
7 percent of the world’s population the 
people of United States own more than 
70 percent of the world’s life insurance.” 

In the territory embracing Arkansas, 
Louisiana, Oklahoma and Texas life in- 
surance company investments increased 
in 1935 by 12.1 percent. That was the 
largest. percentage increase of any of the 
nine zones into which the country is 
divided and for which this figure is ob- 
tainable. This was twice the increase 
recorded for the entire country. There 
was an increase in investments in state, 
county and municipal bonds in that dis- 
trict of 10.5 percent. More life insur- 
ance assets are invested in that district 
than in the entire New England district. 





St. Louis Starts 1939 Drive 


ST. LOUIS—A campaign has already 
been launched to land the 1939 conven- 
tion of the National Association of Life 
Underwriters for St. Louis. President 
Adam Rosenthal of the Life Underwrit- 
ers Association of St. Louis has ap- 
Pointed the following executive commit- 
tee to handle the arrangements: George 

Dyer, chairman; Fred: T. Rench, 
treasurer; James G. Callahan, secretary, 
and Frank Vesser, Arthur Shugg, How- 
ard Cammack and Adam Rosenthal. A 
full set of convention committee chair- 
men has also been named. 





Herbert H. Burbank, a2 leadin ro- 
Sacer of the Phoenix Mutual Life in "San 
pianeiseco, is sailing with Mrs. Burbank 
ae 10 for Honolulu in celebration of 
us 10th anniversary with the company. 


Committee Will Discuss 
a New Mortality Table 





The special committee appointed by 
Commissioner Bowles of Virginia, presi- 
dent National Association of Insurance 
Commissioners, to study the need for a 
new mortality table will meet at the 
Hotel Pennsylvania, New York City, 
Monday, in connection with the winter 
meeting of the commissioners. There 
will be a public hearing and it has been 
requested that statements be submitted 
in writing and accompanied by oral ex- 
planation if necessary. The special com- 
missioners committee consists of A, N. 
Guertin, actuary New Jersey; R. O. 
Hooker, actuary Connecticut; Charles 
Hughes, chief audit bureau New York; 
Lloyd Thomas, actuary Indiana; F. C. 
Huston, actuary, state of Washington. 
The company men are J. S. Thompson, 
vice-president Mutual Benefit and C. A. 
Taylor, actuary Life of Virginia, repre- 
senting the Actuarial Society of Amer- 
ica and the American Institute of Actu- 
aries. 


Custodian for Roman Standard 


LANSING, MICH.—Judge Carr of 
Ingham county circuit court granted a 
petition of Commissioner Gauss and set 
up a custodianship for the Roman 
Standard Life of Manistee. The orig- 
inal petition was madified, an outright 
receivership having first been asked. The 
commissioner was named as custodian. 
F. C. Wetmore, Grand Rapids, a direc- 
tor of the company, appeared as its 
counsel but offered no opposition ta the 
department’s move. Due to recent de- 
clines in securities department officials 
believe the impairment exceeds the en- 
tire $100,000 capital although originally 
placed at $84,228. 


Williams Speaks in Savannah 


Two addresses were given at Savan- 
nah, Ga., by Prof. J. P. Williams of the 
American College of Life Underwriters, 
one in the afternoon to agents of the 
Mutual Life of New York and the sec- 
ond in the evening before the Savannah 
Life Underwriters Association. 








Frank L. Barnes, agency vice-presi- 
dent Ohio State Life, spoke before the 
Columbus (O.) Gyro Club on “Health and 





Accident Insurance Today.” 





FORWARD! 


All Three Effective January 1, 1938 
: * 





1. New Jersey Standard of 
reserves with 3% inter- 
est instead of 32%. 


2. Interest rate on policy 
loans reduced to 5%. 


3. Charge on semi-annual, 
quarterly and monthly 
premiums reduced 1%. 


* 


THE MIDLAND MUTUAL 
LIFE INSURANCE CoO. 


COLUMBUS, OHIO 
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Epirorrat Comment 








Wealth of Material from Conventions 


THERE has been a wealth of material 
published .in THe NaTIONAL UNDER- 
WRITER in recent weeks emanating from 
important conventions that have been 
held. Life insurance is well organized, 
nationally, sectionally, state-wide and lo- 
cally. Each has its proper place to fill. 
The fact that life insurance men of the 
thinking, aggressive, determined type are 
getting together and exchanging views 
gives those in the business greater confi- 
dence in it. Life insurance becomes a 
composite of the best thought that is 
being given to it. The most modest 
company has the opportunity of learning 
something from the greatest. 

We were impressed with the splendid 
contributions that were made at the 


meeting of the SourHern Home OFFIce 
UNDERWRITERS which is now known as the 
INsTITUTE OF HomME OFFICE UNDERWRIT- 
ERS at its convention in Birmingham and 
a few days later by the Home OFFice 
Lire UNDERWRITERS ASSOCIATION in New 
York City. The lay underwriters have 
accomplished much in recent years. They 
have become a most important factor at 
home offices. They have used common 
sense, good judgment and the power of 
observation. They have brought to the 
important function of selectivity a scru- 
tiny that comes from contact with the 
outside world. It will pay all in the 
business to read these discussions that 
were found in THe NationaL UNDER- 
WRITER columns last week. 


Juvenile and Educational Insurance 


Secretary R. S. Rust of the Union 
CENTRAL, in speaking before the Home 
Orrice Lire UNDERWRITERS ASSOCIATION 
in New York City, drew a sharp line be- 
tween juvenile insurance and educational 
policies. Juvenile insurance, he said, is 
a life long lesson in thrift to the child. 
The parent buys the insurance at an 
early age at a much lower rate than it 
would cost if the child waited until he 
was able to pay for it himself. When 
the father hands the policy over to the 
child he places upon his offspring a defi- 
nite financial obligation. It is a great 


lesson in thrift, as Mr. Rust contended. 
It brings to the mind of a child the fact 
that he has a definite responsibility. 

Educational insurance on the other 
hand aims to supply money for a college 
education and makes that education se- 
cure even if the head of the family dies. 
The parents may feel it desirable to pro- 
vide for grammar school or high school 
education. The parents carry this in- 
surance for the child. It is not intended 
to have the child carry on the policies 
upon his growing older or at any later 
period. 


Function of Property Management 


DurinG the last seven or eight years 
when life companies have had to take 
over so much property under foreclos- 
ure because the mortgagors were not 
able to meet their obligations they real- 
ized that they were confronted with en- 
tirely new problems. They had not 
theretofore been holders of property out- 
side of home office edifice or probably 
a branch office building. Now they 
come into possession of hundreds of 
farms and urban property. In order 
to conserve their interests it has been 


very necessary to have these properties 
managed in an intelligent way so that 
when final disposal is made there may 
be as little loss as possible. Therefore, 
property maintenance has become a nec- 
essity in life insurance management. If 
there is lack of interest in or attention 
to these properties they will soon de- 
preciate and the loss will be heavy. The 
companies that have perfected property 
management programs find that it has 
been money exceedingly well spent over 
a period of years. 


Recruit Associates Rather than Agents 


A LIVE-WIRE general agent hit the nail 
on the head when he said that he tried to 
recruit men with whom he liked to as- 
sociate both in a business way and socially. 
Too many offices, especially the older ones, 
have a “big shot” manager and a great 
many “small fry” agents, he said. It is 
more enjoyable and more profitable to 
work with agents with whom he can deal 
with on an equal level basis, said the gen- 


eral agent. It makes for a closer knit or- 
ganization and it has a favorable influence 
on production. 

The men in the management end of life 
insurance, including general agents and 
district managers, are of an unusually high 
grade. One who calls upon them is greatly 
impressed with their high caliber yet these 
same men have a tendency to employ a 
hanger on type of agent, men from whom 





they are willing to accept business but not 
with whom they especially wish to hob- 
nob. <A life insurance general agency 
should be a group of associates rather than 
consist of a boss and some agents. High 


grade men get high grade business and ; 
general agents will recruit men from their 
own Class they will get this better grad, 
of business and more of it. High grade 
men make a high grade agency. 


High School Letter Writing Contest 


THE high school letter writing contest 
sponsored by the NATIONAL ASSOCIATION 
oF LirE UNDERWRITERS has been most suc- 
cessful and has attracted wide attention. 


When it is known that 1,200 high schools 
submitted over 100,000 letters it is eyj. 
dence that students can be interested jy 
the subject of life insurance. 








PERSONAL SIDE OF BUSINESS 





E. W. Smith, 80, senior partner in the 
law firm of Reed, Smith, Shaw & Mc- 
Clay, Pittsburgh, who died there, was 
a director of the Reliance Life, National 
Union Fire and National Union Indem- 
nity. He was appointed a delegate to 
two sessions of the International Con- 
gress on Maritime Law at Brussels in 
1909 and 1910 by President Taft. 





Chatham, N. J., friends gave a radia 
and Prudential delegates an easy chair 
to Edward Littlejohn, a retired employe 
of that company, at a celebration of Mr. 
Littlejohn’s 80th birthday. Mr. Little- 
john retired some ten years ago after 25 
years of service. 


Miss Mildred Price, secretary to J. D. 
Saint, manager Oklahoma Association 
of Insurers, was married in Oklahoma 
City to Wendell O. Grimm, son of W. 
H. Grimm, state manager of the Prae- 
torians in Oklahoma, and _ associated 
with him in that office: 


Dr. Richard T. Anderson, 56, for 26 
years with the medical department of 
the Kentucky Central Life & Accident, 
died in Louisville. He had been in poor 
health since the flood, when he gave 
2,600 typhoid inoculations. 











Rance Wright, deputy insurance com- 
missioner of Georgia, has been seriously 
ill in an Atlanta hospital for the past two 
weeks. Late reports indicate some im- 
provement. 





H. J. Grant of Salt Lake City, presi- 
dent of the Heber J. Grant & Co., gen- 
eral agency and of the Utah Home Fire 
and Beneficial Life, celebrated his 81st 
birthday there. He has been continu- 
ously in the insurance business for 66 
years, starting as an office boy at 15. 





Ames Haltiwanger of the Carolina 
Life, Columbia, S. C., has been elected 
district governor for the Carolinas of the 
Kiwanis Club. 





C. R. Stahl, Kingsville, Tex., repre- 
sentative of the Amicable Life, has 
completed eight years of continuous 
weekly production, and has been pre- 
sented a gold watch, suitably engraved, 
by the company. 





The distinguished business careers of 
C. T. Jaffray and E, W. Decker of Min- 
neapolis, who have served continuously 
on the board of directors of Northwest- 
ern National Life since 1905, are the 
subject of the leading article in “Na- 
tion’s Business” magazine for Novem- 
ber. Entitled “The Lengthening Shad- 
ows of Two Men” the article traces the 
careers of Mr. Decker and Mr. Jaffray 





from the time when they went to Min- 
neapolis just 50 years ago this year, to 
their present positions of leadership in 
business and financial affairs in the 
northwest. 





Frederick White, one of the founders 
of the White & Odell state agency of 
the Northwestern National Life in Min- 
neapolis, was guest of honor at a birth- 
day luncheon given by 60 Twin Cities 
representatives. 

Short talks were made by President 
O. J. Arnold and Ray E. Habermann, 
J. G. Martner and R. H. Wells of the 
agency. Mr Arnold cited the agency’s 
steady growth since its organization in 
1909 to the point where it is now one of 
the largest life insurance agencies in the 
country, having well over $100,000,000 
in force and doing an annual volume of 
new business of $13,500,000. In Janu- 
ary the agency will begin its 30th year. 
A, R. Hustad was toastmaster. 





E. M. Kirby, publicity director Na- 
tional Life & Accident, is bereaved by 
the death of his father, H. L. Kirby, in 
New York. The elder Mr. Kirby was 58 
years of age. E. M. Kirby went to New 
York during his father’s last illness. 





T. W. Thach, Oklahoma City general 
agent Mutual Benefit Life and president 
Oklahoma Association of Life Under- 
writers, will leave early in January for 
the home office in Newark, where he 
will remain for several weeks working 
in the educational division. During his 
absence, S. E. Meyers, Home Life, vice- 
president, will have charge of associa- 
tion activities. 





The life insurance division came out 
with flying colors in the Detroit com- 
munity fund drive. The committee un- 
der W. H. Ellsworth, manager Life of 
Virginia, succeeded in raising 104 per- 
cent of its quota. 


V. H. Jenkins, vice-president in charge 
of production for Occidental Life of 
California, and R. H. Belknap, agency 
secretary, returned to Los Angeles from 
a trip to Davenport, Ia., Columbus, O., 
where a meeting of all Ohio agencies 
was held; Chicago, Minneapolis, Seat- 
tle, Portland and San Francisco. 








Wallis Boileau, Jr., second vice-presi- 
dent Penn Mutual Life, and W. F. EI- 
liott of the home office visited New 
Orleans, 


John S. Fabling, Denver, former pres- 
ident of the Denver Life Underwriters 
Association, and senior partner in the 
Fabling & Fabling general agency of 
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fic Mutual Life for Colorado, re- 


aci 

the 33rd degree in Masonry at 
installation ceremonies held in New 
York. 





M. E. Steinhilber, 41, formerly north- 
eastern Ohio manager of the Fidel- 


suicide. Poor health precipitated the act. 


ity Mutual Life at Cleveland, committed 


He was a director of the Cleveland Life 
Underwriters Association and a mem- 
ber of the Insurance Executives Club. 
He retired last June on account of his 
health. 





ee 








LIFE AGENCY CHANGES 





——— 


Takes Northern California 





Donald A. Hampton Goes to San 
Francisco from the Home Office for 
the Provident Mutual Life 





D. A. Hampton, assistant manager of 
agencies of the Provident Mutual Life, 
has been appointed general agent for 
northern California, with headquarters 
in San Francisco. He succeeds A. R. 





DONALD A. HAMPTON 


Matthews, who resigned to devote more 
time to production of personal business. 

Mr. Hampton entered the service of 
the company in 1930, one year after his 
graduation from the University of Colo- 
rado. From 1930 to 1934 he spent much 
time in the field recruiting and training 
new men and conducting numerous 
training schools. In 1933 he went to 
St. Louis and made an excellent record 
as manager of the agency there. 

Mr. Hampton was appointed agency 
assistant Dec. 24, 1934, with headquar- 
ters in Denver. In this capacity he had 
supervision of the zone which embraced 
most of the agencies west of the Missis- 
sippi river. Two years later Mr. Hamp- 
ton was appointed assistant manager of 
agencies with headquarters at the home 
office, where he has had charge of 
agents training. 


Ralph Sanborn Is Associate 


Well Known Life Man Joins His 
Brothers in Boston Management of 
the Connecticut Mutual 











Paul C. Sanborn, general agent of the 
Connecticut Mutual in Boston, an- 
nounces the appointment of his brother, 
Ralph Sanborn, as associate general 
agent. The latter was born in Melrose, 
Mass., and attended Cambridge schools 
before entering Dartmouth, from which 
he graduated in 1917. He had his first 
experience in life insurance during his 
senior year at Dartmouth when he was 
appointed a class insurance officer for 
the solicitation of endowment funds for 
the college. 


Varied Background 


Upon receiving his discharge in 1919 
from the army he entered the home 
office of a mutual liability company in 
Boston. In the fall of 1922 he joined 
the Paul Clark agency of the John Han- 
cock Mutual at Boston, where he re- 
mained as an agent and supervisor until 
1926, when he became a partner in the 
Anderson agency of the State Mutual in 
New York City. In 1930 he returned 
to Boston and was with the Clark & 
Sanborn agency of the same company 
until that partnership was dissolved in 


1932 and Paul Sanborn became general 
agent of the Connecticut Mutual. 

As a personal producer, Ralph San- 
born specialized on the solicitation of 
business life insurance and averaged 
over $500,000 annually during his nine 
years in the field. He has spoken at 
various association and agency meetings 
on his specialty and was the author of 
“Business Life Insurance,” the first 
comprehensive text on that subject, pub- 
lished in 1927. 

An ardent and active collector of 
modern first editions, he has assembled 
one of the most complete collections of 
the works of Eugene O’Neill, from 
which books he derived the material 
used in his compilation of the first 
ONeill bibliography that was published 
by Random House in 1931. For several 
years after his return from New York 
City his interest in the theater, derived 
from collegiate associations, prompted 
him to act as a freelance dramatic critic 
on the staff of the Boston “Evening 
Transcript.” In addition to these “out- 
side” activities, he has also developed a 
photographic hobby. 





Allen Takes Peoria Post 


Is Placed in Charge of Important Illi- 
nois Agency by Bankers Life of Des 


Moines 








A. N. Allen has taken charge of the 
Peoria, Ill., agency of the Bankers Life 
of Iowa, following a year and a half as 
supervisor of its St. Louis agency. Mr. 
Allen began his life insurance career in 





A. N. ALLEN 


the Quincy, IIl., agency in 1934. He is 
a graduate of the company’s district as 
well as advanced sales training schools 
and has made a fine record both in sell- 
ing and organization work. Before 
joining the Bankers he was for more 
than six years director of public relations 
of Culver-Stockton College, Canton, 
Mo., from which he graduated in 1926. 





Monarch Life Changes 


J. J. Payne, formerly district manager 
of the Monarch Life of Winnipeg for 
southeastern British Columbia with 
headquarters at Nelson, has become 
manager at London, Ont. He started as 
cashier at Fort William and then be- 
came an agent. He was appointed city 











manager at Port Arthur, a position he 






Planning for 1938: 






Are you satisfied with your rate of progress for this year? 
Does your existing association give you the ny to forge 
ahead in 1938 as rapidly as you wish to do 


If you cannot answer both of these questions affirmatively, 
NOW is the time to give serious thought to making a change in 
your plans, so that you can move forward in the year ahead. 


Concisely, we are looking for capable producers already well 
established in this business to become our General Agents in 
thriving territories in 


MARYLAND WEST VIRGINIA 
TENNESSEE NORTH CAROLINA 


To such men we can offer an attractive contract that is a 
money-making proposition, and give full co-operation in making 
your career with us a successful one. 


If you are interested and feel that you can qualify, write to 


us TO-DAY. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 








Just a moment, Mr. Shakespeare 
... aren't you mistaken in this case? 


’*T'was Bill Shakespeare, we believe, who ventured the 
question and answer about “What’s in a name?”—“A 
rose by any other name, etc.” 


As far as the Provident is concerned we are con- 
strained to believe that there is plenty in the name. 


In fact, here’s what Noah Webster found in it: 


ent mar *_ “Fs ° Se Dad &-t- >," ret 
prov'i-dent(-dént),a. [L.p . -entis, p. pr. of provi- 
dere: cf. F..provident. See PROVIDE; cf. PRUDENT.] Provid- 


ing for future wants; prudent in preparing for future exi- 
gencies ; cautious ; economical ; — sometimes with of ; as, 
a entenam> enanines ; ee. 

Syn. — Forecasting, careful, frugal, thrifty. See wane 


, 


Policyholders and Field representatives have found the Provident 
“careful, frugal, thrifty” in their interests since 1887. 


PROVIDENT LIFE and ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA - 


TENNESSEE 
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held until September, 1936, when he took 
the southeastern British Columbia dis- 
trict. He was recently elected secretary 
and treasurer of the Nelson Life Under- 
writers Association. A. R. J. Hodson 
succeeds Mr. Payne in southeastern 
British Columbia with headquarters at 
392 Baker street, Nelson. He joined the 
agency about a year ago. 


Sun Life Field Appointments 


Guy J. Gay moves as manager of the 
Sun Life of Canada from Denver to Se- 
attle, being succeeded at the former 
point by L. i. Gulich. N. J. Wootten, 
manager at North Bay, Ont., is retiring, 
to be succeeded by H. P. Charlton, for- 
merly agency assistant at Vancouver. 
H. A. Fairbairn, formerly unit manager 
at Vancouver branch, becomes agency 
assistant there. L. C. Richards, Jr., has 
been appointed agency assistant at 
Pittsburgh. 


Ferguson Goes to Wheeling 


R. H. Houchin, general agent Con- 
necticut Mutual at Huntington, W. Va., 
has appointed. W. L. erguson as 
agency supervisor for Wheeling. Mr. 
Ferguson has been engaged in the sale 
of life insurance and supervisory duties 
for several years. He has been connected 





with the Jefferson Standard. His offi- 
ces will be at 521 Wheeling Bank & 
Trust building, Wheeling. 


Opens St. Paul Agency 


The Ohio National Life has opened 
a St. Paul agency with J. S. Nemer in 
charge. 


Maer with John Hancock 


Claude Maer has joined the John Han- 
cock Mutual Life as branch manager for 
the Ricks Strong agency at Dallas with 
headquarters in the First National Bank 
building, Ft. Worth. He entered life 
insurance in 1932 and has been in it 
continuously since. 


Excelsior Life Appointments 


The Excelsior Life has appointed 
Leon A. Brown of Winnipeg as general 
agent there. Crofts becomes 
branch manager in Hamilton, Ont. In 
recent years he has built up an -enviable 
reputation for himself as a manager in 
western Ontario. 


Braun with Acacia Mutual 
L. Z. Braun has been appointed Phila- 


delphia manager for Acacia Mutual Life. | 


Since 1933 he has. been assistant man- 
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ager of the uptown Philadelphia office 
of the Travelers. Previously he served 
as field assistant for the Travelers in 
Wheeling, W. Va. 


Schoembs District Supervisor 


The Bankers Life of Iawa has pro- 
moted E. O. Schoembs of Cape Girar- 
deau, Mo., to district supervisor for 
southeastern Missouri. 


Don Harris, Spencer, Ia., representa- 
tive of the Prudential, has been trans- 
ferred to Cedar Rapids, Ia., as assistant 
district manager. 

Merle Loder has been appointed dis- 
trict manager for southeastern and 
southern Nebraska, with headquarters at 
Lincoln, by the Mutual Life of New York. 


The Security Mutual Life of Nebraska 
has named Lyle H. Ferguson district 
manager with headquarters at Sioux 
Falls, S. D. 


POLICIES 


Guardian Decides on Change 











To Reduce Disability Benefit From 
$10 to $7.50—Rates Remain Same 


NEW YORK—The Guardian Life of 
New York will shortly change its dis- 
ability benefit from $10 a month per 
$1,000 of insurance to $7.50, the rate per 
dollar of benefit remaining the same as 
at present. 


Great-West Continues Scale 


The Great-West Life announces that 
its scale of dividends to policyholders 
prevailing in 1937 will be continued into 
1938. In most cases this will mean that, 
because of the policy duration being one 
year greater, the dividend allotments to 
individual policies will be somewhat 
larger than the allotments at the last an- 
niversary dates. The rate of interest to 
be allowed on accumulative dividend 
funds and on proceeds of policies, both 
withdrawable and _ non-withdrawable, 
will be 334 percent. 


Boston Mutual Dividend Scale 


The Boston Mutual Life announces 
the decision to continue unchanged for 
1938 the present dividend scale on all 
premium-paying policies in both the 
ordinary and industrial branches. Paid- 
up life and endowment dividends will 
also be paid on the present scale with 
the exception of single premium policies 
which will be somewhat smaller because 
of a lower interest factor. This main- 
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Canada Life Names New 


Manager in New York 


— 





CHANNING DAVIS 


Canada Life has appointed Channing 
Davis manager of its New York City 
branch. He joined Canada Life in 1986, 
and as agency supervisor has _ been 
closely associated with the management 
of the branch. Previously he was a su. 
pervisor for Continental American Life 


in New York. 








tains, unbroken, the record of no reduc- 
tion in dividends on premium-paying 
policies throughout the years of the de- 
pression. The company will set aside 
approximately $180,000 for 1938 divi- 
dends to policyholders. 


Dividend Scale Continued 


The Provident Mutual will continue [ 
the 1937 dividend scale in 1938 with | 
modifications relating to options and ac- [7 
cumulated dividends. On optional set- 7 
tlements an interest rate of 3.8 percent [ 


will be used instead of 4 percent as at |” 


present, and on accumulated dividend 
funds a rate of 3.5 percent will replace 
the rate of 3.75 percent now used. 


National Life’s Dividends 


The National Life of Vermont an- 
nounces that it will continue in 1938 
the same scale of dividends on all forms 
of life insurance and annual premium 
retirement annuities as in 1937. 








Liberty National Agent. 


growing Southern income. 


BIRMINGHAM 








PEANUTS 


Two million seven hundred thousand Southern acres last year 
brought the South nearly 45 million dollars in return for one and 
a quarter billion pounds of peanuts. 


This year, as well as last the peanut crop will continue to 
contribute to the. steadily increasing average earnings of the 
Intelligent use of training courses and 
successful sales aids enables him to take increasing advantage of 
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opened his Commonwealth Life 
Agency. Even the insurance com- 
pany was unknown in his city. 
These would seem to be crushing 
handicaps to most persons. But he 
J knew that there was one great fac- 
: tor in his favor—the support which 
: Commonwealth Life gives its men 
to build profitable agencies — 
7 quickly. 





You can climb just as 

high with this helpful, 

| growing company. For 
full details write 

J. HERBERT SNYDER, 
VICE-PRESIDENT 


in MANAGER OF AGENCIES 


COMMONWEALTH 
LIFE INSURANCE COMPANY 


Home Office - LOUISVILLE, KENTUCKY 
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LIFE SALES MEETINGS 





New England Field Gathering 


Vice-president Graham of _ Equitable 
Society Guest of Honor at Boston 
Rally 








BOSTON.—‘“Former abusers of priv- 
ilege are in chastened mood and have 
started to build towards a better civil- 
ization,” said Vice-president W. J. Gra- 
ham at a meeting here of the New Eng- 
land forces of the Equitable Society. 

“Tranquility and security are two vital 
parts in this new order of civilization,” 
he said, “and life insurance representa- 
tives are purveyors of those joint quali- 
ties which will make for a higher order 
of trusteeship for our neighbors. Re- 
sponsibility of a higher order than ever 
before, permeating through the compa- 
nies to the newest agent, in public rela- 
tions, is before and with us. The busi- 
ness organizations of the country must 
work out the means of welfare for the 
country and life insurance will keep its 
place as a leader in this movement.” 


Jones Clan Attends 


J. D. E. Jones, Boston general agent, 
was toastmaster at luncheon. At the 
guest table was his son, J. D. E, Jr., 
Equitable general agent at Providence, 
R. I., one of the company’s youngest 
general agents and the third generation 
of the family in life insurance. The fam- 
ily recently observed its 71st annivers- 
ary in the field at Boston. 

Miss Bernice Cunningham, women’s 
division Fitzhugh Traylor agency, Bos- 
ton, of which Mrs. Eleanor J. Felton is 
manager, qualified for a place at the 
head table by number of applications 
in the October campaign honoring Pres- 
ident T. I. Parkinson. A. P. Carroll of 
the head office also was a guest. 


Boston Managers Hosts 


Boston managers were hosts, includ- 
ing A. J. Farnsworth, W. J. Carter and 
Fitzhugh Traylor. 

Manager Traylor, president Eastern 
Department Managers Club, reported 
department campaign results of more 
than 6,000 applications for more than 
$22,000,000 new business. William Cum- 
mins reported for the “loyalty day” 
drive Nov. 16 in honor of Vice-President 
Graham 2,296 applications for $8,204,299. 

Ernest Travers, E. A. Woods agency, 
Pittsburgh, led inter-agency cheer songs 
and members of Boston agencies, im- 
personating President Parkinson and 
vice-presidents, gave a skit on “Under- 
standing the Selling Problems.” 


Gulf Life People on Cruise 


Leaders Who Qualified Are Taken on 
a Boat Trip Through the Caribbean 
Sea to Havana 











The Gulf Life of Jacksonville, Fla., is 
celebrating the greatest year in its his- 
tory. Last week the leading salesmen 
assembled in Miami for a Caribbean 
cruise which had as its goal Havana. 
Officials from the home office going on 
the cruise are Vice-President E. L. Phil- 
lips, Agency Director L. B. Robey and 
Agency Supervisor W. J. Hamrick. The 
Lowry & Keena agency of Miami led 
the ordinary agencies in point of pro- 
duction. S. E. Fink of the agency was 
the leading producer of the company. 
He has been the leader for three years 
in succession. Both industrial and or- 
dinary agents qualified for the cruise. 
Mr. Fink has written more than $500,000 
of insurance. The Gulf Life has made 
excellent progress and the wheels are 
going around rapidly. 


Equitable’s South Texas School 


The Equitable Society is holding a 
five-day training school for south Texas 
representatives at its San Antonio office. 








Bankers Life Managers Meet 





Seminar Discussions on Recruiting 
and Training Problems Were the Fea- 
ture of the Gathering. 





Recruiting, rating charts, risks and 
agency managers were some of the ob- 
jects of good-natured satire-burlesque 
at an agency managers meeting of the 
Bankers Life of Iowa in Des Moines. 
A troupe of home office employes im- 
personated famous radio artists in a 
series of skits which exposed the foibles 
and fancies of the managers. 

This dinner was one of the highlights 
of the annual meeting of all supervisors 
and managers. Review of a successful 
1937 and promising prevues of 1938 were 
a part of the program. Seminar discus- 
sions on recruiting and training prob- 
lems were led by R. E. Shay, Minne- 
apolis; W. A. Fraser, Lincoln, Neb.; 

C. Wigginton, Pittsburgh; G. 
Curry, Mankato; N. H. Sauvers, Seattle; 
W. A. Scroggs, Denver, and C. W. 
Tomlinson, Madison. 

Another feature of the meeting was 
the introduction by Vice-President W. 
W. Jaeger of seven recently-appointed 
managers: A Allen, Peoria; T. J. 
Curtin, Syracuse; T. N. Whitehurst, Fort 
Worth; C. O. Falkenhainer, New York; 
F. H. Dickinson, Buffalo; E. H. Blair, 
Nashville, and M. A. Link, Oregon. 


Meet in Davenport 


The Penn Mutual Life held a two-day 
sales meeting in Davenport, Ia., for 
southeastern Iowa agents. Dr. Daniel 
W. Hoare, assistant medical director; 
G. D. Davis, assistant to the agency 
vice-president, and W. J. Probst, man- 
ager of salary savings division, repre- 
sented the home office. 


Aetna Meet at Grand Rapids 


GRAND RAPIDS, MICH. — Seventy- 
five Aetna Life agents from western 
Michigan attended the annual roundup 
here, at which President M. B. Brain- 
ard gave the keynote address marking 
the conclusion of the special business 
drive honoring Mr, Brainard on his 15th 
anniversary as head of the company. 
Other speakers were W. H. Dallas, vice- 
president; F. H. Plaisted, South Bend, 
Ind, general agent, and H. W. Florer, 
Grand Rapids general agent, who had 
o—- of arrangements, assisted by R. 
. ‘Com, 


COMPANIES 


Another Lien Reduction Due 


Outstanding Indebtedness on Mis- 
souri State Policies to Be Cut Better 
Than 7 Percent 




















General American Life expects to be 
able at the end of the year to reduce 
outstanding liens on reserves of the old 
Missouri State Life policies by about 
7% percent, President W. W. Head an- 
nounces. There will be about $1,000,000 
available for the purpose. Last year 
_—— was applied to reduction of 
iens. 

The new reduction, according to Mr. 
Head, will be equal to $5 per $100 of the 
initial lien on these policies which was 
established in 1933. 

Including this year’s reduction, the 
total decrease in the original liens will 
amount to $37. 

Since September, 1933, a total of about 
$12,000,000 will have been credited to- 
ward reduction of reserve and dividend 
liens, paid in cash upon waiver of liens 
on death claims, refunded in cash to 





Like many other 


great grandfathers in 
the Middle West, he 
relied on the Saint 
Louis Mutual Life In- 
surance Company to 
provide for those dear 
to him after he passed 
on. His son-atid his 
grandson, each in 
turn, enjoyed a secure 
investment with this 


company. 


For 80 years the 
Saint Louis Mutual 
Life Insurance Co. has 
staunchly stood the 
test of trying times 
and major crises. 
Today, as always, we 
temper progressive- 
ness with sound, con- 
servative principles. 


There is a better 
future in a company 
with a good past. 
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SURREALIST INTERPRETATION: As flexible as they are modern, California- 
Western States Life’s policy contracts are being acknowledged with increas- 
ing favor by life insurance buyers throughout the West. Offering Triple In- 


demnity for an automobile fatality . . 


. unique annuity and conversion 


privileges for single women and for men temporarily uninsurable . . . adapt- 
ability as a supplement or substitute for Social Security Act Income... 
Income Disability ... and A. & H. benefits, their liberal provisions are chal- 
lenged only by the company’s equally modern commission contracts for 


agents. 











Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Assistance in the Field 


Home Office Co-operation 





GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 





Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Warre Us Topay ror Particutars 


431 South Dearborn Street 


Chicago, Ilinois 








S. F. Muter Tells Detroit Congress of 
Advantages of Better Organization in 
Debit Management 





Industrial managers should prepare 
for a better year in 1938 by reorganizing 
their agents’ time so they will have 
more opportunity for prospecting; de- 
velop better organization plans and plan 
for better supervision and training of 
agents, said S. F. Muter, Metropolitan 
Life manager in Kitchener, Ont., and 
president of the Life Underwriters of 
Canada, in his talk on “Every Day and 
Every Week Work Plans for the In- 
dustrial Agent,” at the general agents 
and managers congress in Detroit. 

“Our industrial agents spent a great 
deal more time than necessary in their 
debit collections and service work. The 
answer to this problem seems to be bet- 
ter organization of time control, prefer- 
ably with time control cards Managers 
should make sure that their men under- 
stand that the only purpose of these 
cards is to help them do more business 
and make more money, that the man- 
ager will aid them to analyze them. 


Point Out Advantages 


“Every agent should be made to see 
the advantages of saving time through 
routing his calls a week ahead and keep- 
ing his route cards up to the minute. 
Needless to say, prospecting calls, sales 
calls, debit calls and service calls should 
be included on the route sheets, and the 
calls should be routed so as to be cov- 
ered with the least possible lapse of time 
between each call. 

“Under the head of more efficiency 
in debit calls, I suggest that the men 
should be pursuaded to make calls on 
the families of their debits on the same 
day each week, or two weeks or months, 
as the case may be, and as near the 
same hour each time as possible. This 
will do much to avoid lost time by mak- 
ing calls where the policyholders are 
out or have not the money at hand for 
the purpose. When the policyholders 
know when to expect their insurance 
agent, they will be in when he calls or 
will at least leave the money for him. 
Our figures show that fully one third 
of all debit calls are useless, usually for 
one of the two reasons set forth. 


Collection Talk Necessary 


“An organized collection talk is very 
necessary, and sales interviews should be 
prepared in advance as much as possible. 
The need should be developed, the best 
policy to meet that need should be se- 
lected and the rate book information 
should be at hand for immediate refer- 
ence. It is a decided advantage, too, 
to give a prepared prospecting talk at 
the end of each call designed to develop 
leads in the neighborhood. 

“Better training and supervision of 
agents is one of the major necessities of 
the present time. The best working 
plan in the world is no good if it is 
not used properly, and the best way 
to insure its being used right is to 
take the agents into the field and show 
them how to use it. Agents resent a 
close check-up on their activities un- 
less they can be made to understand 
that it means dollars and cents to them. 
The ultimate benefits to the agents de- 














Moses Rothschild, 42 Years 
at Head of Company, Dies 





Moses Rothschild, president of Sy, 



























































































































Life of Baltimore, who died the othe Ti 
day, was born in Germany in 1863. He “a 
came to this country in 1882 and went 

into the retail clothing business in Rich. Sa 
mond, Va. 

Then he went into general merchan. SA 
dising in Scotland Neck, N. C., where sessi 
general sales work occupied his atten- San 
tion through Virginia and North Caro. writ 
lina. gene 
Cultural Background chai 

His leisure was devoted to study and — man 
improvement and his subsequent life re F Blac 
flects the cultural background which he F) man 
absorbed during those years. Sond 

In 1889, he moved to Baltimore ani F jive, 
there began his life insurance experi- ray 
ence, starting as a canvasser with the pi 
company which was the predecessor o! ; 
the present Baltimore Life. ton 

For 17 months he served as agent ani > 94" 
assistant superintendent with Baltimorep this 
Life, resigning his position to organize [7 whi 
with four other associates the Immed by 

t) 

con 
inte 
wo! 
full 
ins 
clo 
pai 
wr 

CAN YOU OFFER THIS M 
~ PRIVILEGE to PROSPECTS? ho 

ap: 

The policyholder may deposit sal 

funds with the company for 

future premium payments, up po 
to one-half the face amount of ths 
the policy. The company guar- to 

antees 314% interest, payable “a 

quarterly, and the funds are by 

withdrawable. Attractive to life cis 
insurance prospects ...a boon th 
to life insurance agents in re- nc 
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ate Benefit Association, incorporated in 
1890. That company name was ulti- 
mately changed to Sun Life of America 
in 1916. Prior to the company’s assum- 


| ing its present title, it was known, 1897 


yntil 1916, as Immediate Benefit Life. 

In recent years Mr. Rothschild de- 
yoted much energy to philanthropic and 
social service activities. He was widely 
known in Baltimore for his charity and 
benevolence as well as for his activities 
in boys’ club work. 

He was a member of the Life Presi- 
dents Association, American Life Con- 
yention, Baltimore Association of Com- 
merce, Baltimore Life Underwriters’ As- 
sociation and Suburban Club. 

Under his leadership, Sun Life of 





America has grown from a humble be- 


ginning to its present important posi- 
tion in the field. 


Colonial Life Pittsburgh Rally 
Western Pennsylvania field men of 
the Colonial Life attended a banquet 
in Pittsburgh. Honor guests included 
E. J. Heppenheimer, president, and C. 
F. Nettleship, executive vice-president. 


C. I. O. Policyholders Rally 


NEW YORK—tThe C. I. O. indus- 
trial agents union has scheduled a mass- 
meeting of Metropolitan policyholders 
here for this week, the aim being to 
demonstrate to the company that the 
policyholders in the New York area are 
behind the union in its demands. 
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Local Advertising Is Urged 


Tie-up with Companies’ National Ad- 
vertising Advocated by Blackman at 
San Francisco Meeting 


SAN FRANCISCO.—At the closing 
session of the seminar conducted by the 
San Francisco and East Bay Life Under- 
writers Association, with R. J. Shipley, 
general agent Northwestern Mutual and 
chairman of the general agents and 
managers section, presiding, Oscar 
Blackman, former president of the Black- 
man Advertising Agency in New York 
and now with Stanford University, out- 
lined what advertising will and will not 
do for the life insurance man. He urged 
local campaigns to tie in with the na- 
tional campaigns of the various com- 
panies, pointing out that by not making 
this “tie-in” and using the advertising 
which appears nationally, local life under- 
writers are losing hundreds of thousands 
of business. He said that in his opinion 
company advertising should carry more 
interpretations of life insurance for 
women because all too often women, not 
fully understanding the service of life 
insurance, prove the stumbling block in 
closing a case. Advertising, he said, 
paints the background for the under- 
writer who is in the field and lays down 
a barrage under which he can advance. 
It warms over the “cold turkey.” “Do 
not consider that advertising is a thing 
apart from you,” he said. “It is simply 
salesmanship in another form.” 

E. North, vice-president Metro- 
politan Life, spoke briefly following for- 
mal presentation of the C. L. U. degree 
to five members of the San Francisco 
association. The meeting was opened 
by G. F. McKenna, president San Fran- 
cisco C. L. U. chapter, who pointed out 
that there are now 46 C. L. Us in 





northern California. 


Holcombe Gives Analysis of 
Sales in Boston Territory 


BOSTON.—J. M. Holcombe, Jr., 
manager Life Insurance Sales Research 
Bureau, spoke on “1938 and Beyond” at 
the November meeting of the Boston 
Life Underwriters Association 
_ He said a survey of Boston territory 
just completed revealed 25 percent of 
today’s ordinary life insurance is sold 
to women, 50 percent to married men 
and the remainder to unmarried men. 
Of the women, an equal amount is sold 
to housewives and to business women, 
in policies of approximately the same 
size. 

“Of the total purchases, 10 percent 
are in amounts over $5,000,” said Mr. 
Holcombe, “and the larger amount of 
insurance a client now owns, the larger 
will be the amount of the succeeding 
sales you make to him. The amount of 
ordinary business sold on which the ben- 
eficiaries are corporations or partner- 
ships is six times larger than on those 
having individuals as beneficiaries; the 


married man carries twice as large poli- 
cies as the single man.” 

It. was announced that the annual 
meeting and dinner will be held Dec. 16. 
R. B. Hull, managing director National 
Association, will speak on “Life Insur- 
ance Speaks for Itself.” 


Ohio Meeting in Cleveland 


Committees of the Ohio Association 
of Life Underwriters at a meeting in 
Columbus decided to hold the state con- 
vention in Cleveland in April. C. Vivian 
Anderson of Cincinnati is chairman of 
the convention committee. J. Boyd 
Davis, who has been secretary-treasurer 
of the association, is now treasurer, and 
Homer Trantham of Columbus, insur- 
ance attorney, has been named execu- 
tive secretary. 


Sacramento, Cal.—Clark A. Moore, gen- 
eral agent Aetna Life in northern Cali- 
fornia, with headquarters in Oakland, 
spoke on “Cultivating the Family Tree.” 


Minneapolis—C. J. Zimmerman, Con- 
necticut Mutual, Chicago, secretary of 
the National association, spoke at a 
luncheon meeting Tuesday. 


Northern New Jersey—The tentative 
date of the annual sales congress has 
been set for Jan. 14 in Newark. J. B. 
MacWhinney, associate general agent 
John Hancock Mutual Life, is program 
chairman. 


Youngstown, O0-—W. W. Petersen, 
Pittsburgh, Connecticut Mutual, gave an 
address on “Successful Plan for Life 
Underwriting.” 


Madison, Wis.—C. J. Zimmerman, secre- 
tary of the National Association of Life 
Underwriters and Chicago general agent 
Connecticut Mutual Life, and F.C. Wig- 
ginton, agency manager Bankers Life 
at Pittsburgh, were among the principal 
speakers at the annual sales congress of 
the Madison association. Local speakers 
included Henneth Grafton, Nathan Spec- 
tor and C. R. Ingebritsen. Rev. E. O. 





Quarter Million Dollar 


Club in San Francisco 





SAN FRANCISCO.— Formation of 
the “Quarter Million Dollar Club” of 
members of the San Francisco Life Un- 
derwriters Association under the direc- 
tion of A. K. Deutsch, Equitable Society, 
member Million Dollar Round Table, 
has been officially launched with the 
mailing of a questionnaire to associa- 
tion members. 

In addition to providing for registra- 
tion of those already qualified as mem- 
bers of the $250,000 group, the question- 
naire also provides for registration of 
those who are in the $200,000 per year 
class, and it is expected that with the 
incentive provided by the club, the pro- 
duction of a number of this class will be 
increased in order that the agent may 
qualify. 

Following registration of those quali- 
fied for membership, Mr. Deutsch plans 
to hold an organization meeting to 





formulate plans. 


Kennedy, pastor of Christ Presbyterian 
church, spoke on “Human Life Is Sacred.” 
He cited life insurance as an institution 
which emphasizes human life values. 
Earl Wheeler was chairman, with Arthur 
Lowe directing arrangements and D. N. 
Wing attendance. 


Columbia, S. C.—A round table study 
group was conducted under the leader- 
ship of Jack Wilkinson, Carolina Life. 


Greensboro, N. C.—Tully W. Blair, vice- 
president and agency manager Security 
Life & Trust, Winston-Salem, N.C., spoke 
on “Problems Which Face Life Insurance 
Today.” Walter Bernstein presided. 


Jacksonville, Fla.—Prof. J. P. Williams, 
of the American College of Life Under- 
writers outlined the work of the college. 
He stressed the educational value of the 
c. L. U. course. He was introduced by 
C. W. Campbell of the educational com- 
mittee of the local association. 





Montreal—A sales congress will be 
held at the Windsor Hotel, Nov. 30. H. J. 
Johnson, Penn Mutual Life at Pittsburgh, 
will talk on “The Methods of Successful 
Life Underwriters.” A. E. Wall, field 
service inspector for the Confederation 
Life of Toronto, has taken as his sub- 
ject, “Educating and Training Yourself 
in Life Insurance.” President O. Sam 
Cummings of the National Life Under- 
writers Association will talk on “The 
Essentials of Life Insurance Sales Suc- 
cess.” G. H. Harris, director of public 
relations Sun Life, will talk on “National 
Aspects of Life Insurance.” 


Toronto— The nominating committee 
has reported an official list for next year: 
Honorary President, J. S. P. Armstrong, 
Dominion General; president, F. A. Buck, 
Metropolitan Life; first vice-president, 
A. C. Dand, Travelers; second vice-presi- 
dent, C. F. Plewman, North American 


Life of Toronto; honorary treasurer, J. 
A. Hancock, Prudential of Newark; 
honorary secretary, H. C. Witherspoon, 
Canada Life; Ryrie Smith, Mutual Life 
of Canada, was chairman of the nominat- 
ing committee. Paul Speicher of the 
R. & R. Service of Indianapolis is sched- 
uled for Dec, 16. Leon Gilbert Simon of 
New York City spoke last Friday. 


Californin—W. E. Hays, chairman of 
the caravan committee for southern Cali- 
fornia, led a caravan of members of the 
Los Angeles association to Pasadena for 
a sales congress. Speakers were A, A. 
Dewar, president Los Angeles associa- 
tion. J. H. Cowles, president state as- 
sociation; Kellogg Van Winkle, presi- 
dent National C. L. U. chapter; H. G. 
Mosler, vice-president Million Dollar 
Round Table; Hal Van Cleve, Massachu- 
setts Mutual Life, and W. J. Stoessel, 
general agent National Life of Vermont. 

A similar caravan meeting and sales 
congress is being held Nov. 26 in Long 
Beach with the first three speakers at 
the Pasadena meeting aided by H. C. 
Chaney, Ron Stever and John W. Yates. 





Los Angeles—At a breakfast-meeting 
Kellogg Van Winkle was presented a 
resolution of appreciation of his fine 
work as president of the California state 
association. Sixty leaders in produc- 
tion of new business were in attendance 
and were welcomed by President A, A. 
Dewar, with response by J. R. Mage. 

Leon A, Soper, program chairman, gave 
a keynote talk on “Win -spiration.” 
Speakers included V. J. Krehbiel, Aetna 
Life, on “The Value of Mental Attitude in 
Building Prestige’; R. A. Schroder, 
Pacific Mutual Life, on “Time Control,” 
and H. B. Keeling, “Dead Men Do Tell 
Tales.” 


Northwest Texas—Sam R. Hey, Jr., 
agency director Great Southern Life, 
spoke at a meeting in Amarillo on 





“Motivating Influences in the Interview.” 
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How quickly would the loss of you 
and your income leave your wife 
without money to meet the bills? 

As your widow, how long could 
your wife afford a pleasant home? 
... Could she afford school 
expenses for your children?... 
could she afford to be your 
widow? 

“Yes” is the answer if 
you adopt our Family 
Income Pian that assures 
money every month to 
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And the dollars placed under this 
plan do double duty, because they 
also guarantee to you a Monthly 
Income for Life if you live to retire- 
ment age...s0 that you can afford 
to enjoy your retirement years. 
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complete details of this 
plan. You may learn 
something that will 
affect all the rest of the 
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As SEEN FROM CHICAGO 





LAFOT BECOMING ORIENTED 


Lloyd Lafot, the new head of the New 
York Life agencies in Chicago, who ar- 
rived in the city in October, is becom- 
ing oriented and getting acquainted with 
the personnel. He has spent most of his 
time with the agency directors, there 
being 10 in his charge. Mr. Lafot, in 
his program, has started at home, first 
contacting with the agency directors, 
then with their assistants, then with the 
agents, then with the office force. He 
believes in knowing his own people thor- 
oughly well. He is a young man of fine 
personality, who was formerly agency 
director at Fresno, Cal. Mr. Lafot grad- 
uated from the Naval Academy and 
served in the navy until he was stricken 
in the tropics with what at that time 
was supposed to be an incurable illness. 
However, he overcame the mortality 
table and entered life insurance as an 





agent for the New York Life at Pasa- 
dena. If he had not incurred the illness 
he probably would still be in the navy. 
Those who have come in contact with 
him realize that he possesses special tal- 
ent and splendid mental endowments, 





TO HOLD DINNER FOR GRAHAM 


Vice-president W. J. Graham of the 
Equitable Society will be guest of honor 
at a dinner in Chicago Dec. 9, with the 
Chicago agency managers as hosts and 
38 assistant managers as guests. This is 
a high point in the November football 
contest honoring Mr. Graham, being 
conducted throughout the many states 
in the central department. Chicago as- 
sistant managers are paired in the con- 
test, each loser to pay for his competi- 
tor’s dinner. E. L. Carson, Milwaukee 
manager, president Central Managers 
Association, and W. V. Woody, Chicago 
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Pennsylvania, Delaware, 


opportunity for growth in 


will have every 
success a reality. 
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HE Price IAG OF SUCCESS 


The price tag of success is high. It calls for work, 


vision, initiative and perseverance. 
these qualities and a record of $100,000 of paid-for 
ear, a residence in either 
ew Jersey, Rhode Island 
or Maryland and the feeling that there is no further 


we have an offer and the chance of a lifetime. 


The Bankers National Life Insurance Company is 
giving men of this caliber opportunity to build suc- 
cessful general agencies and assures them that they 

help and promotion to make that 


If you are interested and feel that you can meet our 
qualifications, then write to William J. Sieger, Vice 
President and Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 





To men with 


eir present connection— 


NEW JERSEY 


manager, vice-president, also will attend 
the dinner. P. B. Hobbs, Chicago man- 
ager will be toastmaster and K. M. 
Sacks, Chicago manager, is in charge of 
dinner arrangements, A feature of the 
contest will be presentation of copies of 
W. A. Alexander’s volume, “My Half 
Century in Life Insurance,” to the top 
22 agents, and leading five assistant 
managers of the central department. 
The 22 leading agents make up a first 
and second team and the five assistant 
maagers the head coach and assistants 
in the football contest. Every agent 
who secures at least six applications in 
the month will be presented a token. 

The 27 agencies in the central depart- 
ment in the first 18 days of November 
piled up total volume $19,717,000 in 5,- 
472 applications, There were two agents 
with 24 applications each in the 18 days, 
M. E. Ismert, Embry agency, Kansas 
City, and John Benek, Chipman agency, 
Columbus, O. M. K. Hoodwin, Lust- 
garten agency, Chicago, had 22 and L. E. 
Levy, Israel agency, Chicago, 20. A. R. 
Klein, Sacks agency, Chicago, and H. M. 
Carlson, Nelson agency, Des Moines, 
had 18, and S. A. Hutchinson, Krueger 
agency, St. Paul, 19. Eight agencies re- 
corded over $1,000,000 volume each in 
the 18 days; A. M. Embry, Kansas City, 
$1,563,000; R. M. Ryan, Detroit, $1,- 
174,000; M. C. Nelson, Des Moines, $1,- 
067,000; W. V. Woody, $2,047,000; E. L. 


Carson, Milwaukee, $1,024,000; Sam 
Lustgarten, Chicago, $2,204,000; H. 
Jamison, Oklahoma City, $1,052,000, 


and W. L. Gottschall, Chicago, $1,216,- 
000. 





GEARY HAS COMBINATION PLAN 


In connection with his general agency 
for the Mutual Trust Life in Chicago, 
Charles S. Geary is operating the Chi- 
cago Federal Savings & Loan Associa- 
tion which operates through the Fed- 
eral Savings & Loan Insurance Corpo- 
ration. Mr. Geary sells a combination 
insurance and savings plan similar to 
that offered by the banks at one time. A 
$1,000 life insurance policy is sold with 
each $10 a month saving unit. The sav- 
ings association pays 4 percent interest 
at present. 





REDRAFTING CODE OF ETHICS 


The code of ethics adopted three 
years ago and signed by many members 
at a meeting of the general agents and 
managers division of the Chicago As 
sociation of Life Underwriters, gener- 
ally is considered to be obsolete and is 
being redrafted by a special committce 
whose chairman is E. B. Thurman, gen- 
eral agent New England Mutual. The 
document came under fire last week at 
a meeting of the division attended by 
some 90 general agents and managers. 
There was general comment that there 
had been many violations and little if 
any attempt to enforce the code. It was 
said there had been practically no ob- 
servance of the provisions since the 
agreement was signed. Certain stipula- 
tions were termed absurd, such as the 
requirement that an agency head before 
seeking to contract with an agent of 
another office should call his competitor 
and inquire if the agent were one of a 











type who might violate the code pro- 
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Home Life Setting Up Ney 
Chicago Supervisory Office 
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JOHN F. WALSH 


The Home Life of New York will 

establish a supervisory branch in Chi- 
cago Jan, 1, headed by John F. Walsh, 
assistant superintendent of agencies. Mr. 
Walsh will remove to Chicago on that 
date. He will direct agency operations 
for agencies located in the north cen- 
tral, Mississippi Valley and Rocky 
Mountain areas. Office will be in One 
North La Salle street, where the cen- 
tral collection office is located. 
‘Mr. Walsh, who is 32, is one of the 
younger agency men with a 12-year rec- 
ord of experience. He went with the 
Home Life in 1930 as supervisor in New 
York City, later. becoming field assist- 
ant in the home office. There he aided 
general agents in recruiting, training 
and joint sales work. He was made 
assistant superintendent of agencies 
more than a year ago. 








visions. It was pointed out this call 
could be made anonymously and yet 
satisfy the terms of the agreement. An- 
other provision relating to the prohibi- 
tion against rewriting business was that 
an agency head before accepting busi- 
ness from outside should “request” the 
agent or broker to sign a statement that 
no rewriting was involved. To satisfy 
the code, it would be necessary only to 
make the request but not to secure the 
signatures. Another reason for redraft- 
ing the document is that there are about 
60 agency heads in Chicago who did 
not sign the original draft. It is be- 
lieved it would be easier to secure these 
additional signatures to a new modern- 
ized instrument. C. B. Stumes, Penn 
Mutual, is chairman of the division. Mr. 
Stumes said there had been few if any 
complaints filed under the agreement, 
but there were a number of agency 
heads who felt the code was ineffective 
and should be redrafted. He said it ap- 
pears difficult to put any teeth in such 
an agreement, as to expel a member 
who violates the pact makes the situa- 
tion worse, permitting him to operate 
unrestrained as an outsider. It is pref- 
erable to keep recalcitrant members in 
the association and appeal to them in 
the name of the greatest common good 
to cease bad practices. 





HERCULES IN NEW OFFICE 


The Hercules Life, Allstate and All- 
state Fire of Chicago, Sears-Roebuck & 
Co. insurance companies, have moved to 
their new head office at 20 North 
Wacker Drive in that city, which is the 
Civic Opera building. The entire trans- 
fer was completed during the week and 
the offices occupy the entire 12th floor. 
This brings them to a down town loca- 
tion from the Sears, Roebuck & Co. 
plant on the far west side. 


Dr. Emmett Fayen, assistant medical 





director Union Central Life, is on a bus- 
iness trip to the Pacific Coast. 
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SALES RECORDS 
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Connecticut Mutual—With 48 of its 
7 agencies showing an increase over 
their 1936 figures to date, the company 
reports a gain in insurance in force for 
October of $2,767,923 and for the year 
a gain of $32,681,530. This is a gain of 
63.8 percent over the corresponding pe- 
riod in 1936 and brings the total life in- 
surance in force to $972,643,739. New 
business in October was also up, $8,016,- 
934 being reported as paid for during 
that month. This figure is 12.7 percent 
greater than that of October, 1936, and 
makes a total of 78,054,039, having been 
paid for during 1937 to date. This lat- 
ter figure is up 8.8 percent over the 1936 
total for the same period. 

With a final record week of $7,941,873 
the field force put the “Tenth Decade 
Inaugural Campaign” over the top with 
101.9 percent of objective. The cam- 
paign lasted from Oct. 4 to Nov. 12 and 
the production during this period 
amounted to $25,476,689, which is twice 


' as much as that written during the cor- 
| responding period last year, when the 
| production was $12,736,849. Forty-three 


| out of the 70 general agencies achieved 


100 percent or more of their objective. 
Five of these received 200 percent or 
more, being led by the C. W.. Baldwin 
agency, Seattle, which turned in a final 


| percentage of 244.8 percent. 


Acacia Mutual Life—Income for the 
first nine months was $11,600,000, the 
largest recorded for any similar period. 
Assets have risen approximately $5,000,- 
000 to $71,000,000. Insurance in force is 
up to $377,000,000, increase 61 percent. 
The lapse rate this year is the lowest 
since 1920. There has been a decline in 
the number of policy loans. 

Canada Life—Production of new ar- 
dinary and group on a paid for basis 
for the first 10 months was $56,025,164, 
a gain of more than $10,000,000 over the 
corresponding period of 1936. Produc- 
tion for October also showed an_ in- 
crease over last year. This is the sixth 
successive month in which gains have 
been registered. 

National Life, Vt.—New insurance in 
October increased 10 percent. 

Pacific Mutual Life—$17,447,130 new 
business paid for during first nine 
months of October applied for life in- 
surance amounted to $4,163,000. More 
than 25,000 individual applications re- 
ceived during first nine months. 

Lincoln National—A gain of 13.8 per- 
cent im paid business for October over 
the same month last year is announced. 
The gain for the year to date is 16.2 
percent. The total volume of new busi- 
ness for the year to date is more than 
$128,725,000. The October increase 
marks the 11th consecutive month in 
which gains in new business have been 
made. 

Old Line Life—Reports gain of $971,- 
669 in assets for the first nine months. 
Assets as of Sept. 30 were $20,258,542. 
Insurance in force increased $2,367,761 
to $76,819,196. Claims paid to policy- 
holders and beneficiaries totaled $1,065,- 
891. Life department income increased 
5 percent; accident and health, 17 per- 
cent, and investment, 9 percent. 

Northwestern National — Continuing 
the production gains made in August 
and September over the corresponding 
months of last year, October new busi- 
ness totalled $6,425,666, an increase of 5 
per cent over October, 1936. Included 
in the month’s total was the largest sin- 
gle October day’s volume in history, 
which came in on the 29th. Leading 
agency for the month was the White & 
Odell agency, Minneapolis, with $1,259,- 
371. Leading individual producer was 
Carleton Cummings of Moscow, Ida., 
with $100,905. 

New England Mutual—New insurance 
so far in 1937 has exceeded the ten years 
average by over 10 percent. Despite 
upsetting business conditions, September 








gave the greatest volume of new busi- 
ness the company ever experienced in 
that month, and October totals are the 
largest in ten years. The company re- 
ports insurance outstanding of $1,460,- 
000,000, an increase of $66,000,000 since 
Jan:.1. 

Rockford Life—Production for Octo- 
ber exceeded that of any month during 
the two preceding years. All indications, 
the officials say, point to a continual ac- 
celeration in this direction. 


Equitable, Iowa—Reports an increase 
in the paid business volume for the first 
10 months, as compared to the same 
period last year, of $5,450,000, or 11.4 
percent. Although the paid volume to- 
tals include annuity business, there has 
been an increase of more than $14,000,- 
000 achieved in insurance in force since 
Dec. 31, 1935, bringing the total amount 
of life insurance in force as of Oct. 30, 
to $570,000,000. October recorded a 
gain of $1,468,000 in this category. 

George W. Randall of the Williams- 
port, Pa. agency, led all agents in per- 
sonal paid production in October with 
a volume of $264,000. Other leaders in- 
clude M. E, Littlefield of Providence, 
R. I.; C. P. Spahn of Griffin, Ingram & 
Pfaff, Chicago; J. H. Hilmes of the Des 
Moines agency; and J. A. Mason of the 
Hoey & Ellison agency, New York City. 

Country Life—After the first ten 
months it shows an increase of $10,515,- 
000 of insurance in force, giving it 
$110,650,000. The company writes at 
practically non-participating rates but it 
is participating in that it pays a divi- 
dend. It has made no change in its 
dividend scale during the last few years. 
Practically all the agents of the Country 
Life also write insurance for the Illinois 
Automobile Mutual, which is allied with 
the Illinois Agricultural Association and 
the Illinois Mutual Reinsurance which 
writes fire insurance. The sales director 
of the Country Life, D. C. Mieher, acts 
as service director for the other two 
companies, which puts him at the head 
of the sales department. The Country 
Life has been able to pay dividends 
largely because of favorable mortality 
and expense savings. Bonds represent 
91 percent of its assets. None are in 
default. It does not own any real es- 
tate, mortgages or stocks. Its policy 
loans are 9 percent of the assets. 








FRATERNALS 


Society Changes Its Title 


Catholic Family Protective Modern- 
izes Setup, Brings Out Number of 
New Contracts 











MILWAUKEE.—A new name, Cath- 
olic Family Protective Life Assurance 
Society, was adopted and the expanded 
life insurance service now being offered 
Was approved at the general convention 
of the Catholic Family Protective here. 
Officers reported growth in membership, 
enlarged offices and staff, engaging of 
actuarial service, addition of several new 
policies and annuity contracts, settle- 
ment and dividend options, and several 
new policies projected to round out 
service. 

Dr. Joseph Gramling became presi- 
dent in January, succeeding John 
Schneider, and Joseph Grundle, former 
secretary Milwaukee Fire Board and 
Wisconsin Association of Insurance 
Agents, was elected secretary, succeed- 
ing O. P. Seifriz, who retired after 30 
years’ service. The office setup has been 
modernized and expanded and Ekern & 
Meyers, Chicago insurance law firm, has 
been retained as insurance adviser and 
a member of its staff engaged for ac- 
tuarial services. 

Two contracts added are a high school 













Another Link in Our 
Chain of Protection 
* 


MONTHLY INCOME 
DISABILITY CERTIFICATE 


AN OLD AGE BENEFIT @ AT AGE SIXTY-FIVE 








A Certificate that Protects YOU 
while you live and 
YOUR DEPENDENTS when you die 




















A New Monthly Income Disability Certificate.is now 
being issued by the Independent Order of Forésters, 
an organization that has made a feature and success 
of issuing certificates, with Disability Benefits, based 
on its experience of over half a century. : 


It is a modern plan for the business man, that fits.well 
in this mechanized age when disability is more common. 


AND NOW! 


after nearly sixty years’ experience in the success- 
ful issuing of Total and Permanent Disability 
Benefits, The Independent Order of Foresters 
issues this new, all-embracing protective certi- 
ficate. 


IT REACHES FAR 
beyond the scope of ordinary insurance protection 
—it insures some income in the event of total and 
permanent disability. 


IN THESE DAYS 


of strenuous living, fast travel and automobile 
transportation, the disability hazard has become 
real to an extent never before experienced. The 
wise man will fortify himself against this risk; 
keeping in mind, that it will not always be the 
other fellow who gets hurt or incapacitated. 


WRITE TODAY FOR FULL PARTICULARS 
ON THIS 


Modern Plan of Protection 


THE INDEPENDENT 
ORDER OF FORESTERS 


FRANK E. HAND, 
Supreme Chief Ranger 


Temple Building, 
Toronto, Canada 
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educational endowment at 14 and a col- 
lege educational endowment at 18. New 
policies projected and adopted by direc- 
tors are family income, ordinary life paid 
up at 65, 15-pay life and term. Funds 
left on matured endowments are cur- 
‘rently on a 2.25 percent basis. 

The society was formed Aug. 16, 1868, 
laying claim to being the oldest fra- 
ternal in the United States. The A. O. 
U. W. recently was given recognition 
as the first fraternal, having been organ- 
ized Oct. 27, 1868. 

The Catholic Family Protective was 
the first life fraternal to reorganize on a 
sound basis and adopt the American Ex- 
perience tahle of mortality in 1902. Busi- 
ness is solicited on an agency basis. 

The current consolidated report shows 
assets $995,199, liabilities showing a 
mortuary fund and surplus of $973,755. 

H. L. Ekern, former Wisconsin com- 
missioner and widely known insurance 
lawyer, praised the order in a talk, stat- 











ing it has adopted modern underwriting 
practices and services. 





Fiedler General Manager 

MILWAUKEE.—J oseph_ Fiedler, 
Mineral Point, Wis., president Catholic 
Knights of Wisconsin since 1917, has 
been appointed’ general manager by di- 
rectors, a position newly created. He 
continues as president. J. M. Callahan 
remains as secretary and organizer. Both 
will maintain offices here. 





Honor National Officials 


MILWAUKEE—Mrs. Edna Dugan, 
juvenile director Degree of Honor Pro- 
tective, and Mrs. Katherine Holmes, sec- 
retary, were honored guests of the Wis- 
consin state organization at luncheon 
here in connection with the annual meet- 
ing of the state organization, 





Rovar Netenpors of Amenten 





@ One of the largest fra- 
ternal benefit societies. 
Membership 

561,964. 


@ Operates home for 
aged dependent mem- 
bers. 


Admitted Assets 
$58,048,400. 


@ Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$94,722,569. 


@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


Insurance in force 
$406,902,762. 


@ Provides 
service. 


free health | 


SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY-TWO YEARS 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 


OF SERVICE 








January, 1937, We Issued Three New Junior Policies:—Ordinary Life, 
Endowment at Age 65 and Educational Endowment at Age 18. 

We have A Complete Line of Adult Policies—American Experience 
Table of Mortality—3% Interest Basis. 

Maybe You Will Fit Into Our Organization As A Field Representative. 


Write to 


Equitable Reserve Association 
NORTON J. WILLIAMS, Vice President 
Neenah, Wisconsin 








C.L.U. NEWS 


BIRMINGHAM STUDY CLASSES 


Two C. L, U. classes are being held 
in Birmingham, Ala., under auspices of 
the Birmingham Association of Life 
Underwriters. One class consists of em- 
ployes of the Protective Life while the 
other is for agents of all companies. W. 
S. Owen, Sun Life, is instructor. 








PLAN SAN FRANCISCO PROGRAM 


A comprehensive program of activi- 
ties for the San Francisco C. L. U. 
chapter under the leadership of Presi- 
dent G. F. McKenna, manager Conti- 
nental Assurance, was adopted at the 
last meeting. One of the first steps will 
be a survey under the direction of N. F. 
Davis, manager Guardian Life, chair- 
man of the research and publicity com- 
mittee, to ascertain what can be done to 
interest more underwriters in prepara- 
tion for the C. L. U. degree. 

The educational committee with F. J. 
Van Stralen, Massachusetts Mutual, as 
chairman, is to conduct an open forum 
as well as review “cram” classes two 
weeks prior to the C. L. U. examina- 
tions. 

V. T. Motschenbacher, Sun Life, is 
chairman of the program and entertain- 
ment committee, serving with H. Ken- 
neth Cassidy, Pacific Mutual; R. G. 
Minty, New England Mutual; E. T. 
Starbuck, Wells Fargo Bank, and Ted 
Dreyer, Pacific Mutual. 





COOK TWIN CITIES SPEAKER 

Paul W. Cook, Chicago general agent 
Mutual Benefit Life, will address a din- 
ner meeting of the Twin Cities C.L.U. 
chapter in St. Paul, Dec. 7 on “Oppor- 
tunities for Writing Life Insurance 
Now.” Following the address there 
will be a round table discussion. 





MEET AT FT. WAYNE, IND. 

First meeting for classes of study 
leading to the C. L. U. degree was held 
at Fort Wayne, Ind., with 20 signing up 
for the work, which will be under the 
direction of W. C. Wilson, political sci- 
ence teacher at South Side high school. 


NEW YORK 


DISABILITY CLAIM UPHELD 


The New York court of appeals has 
upheld the suit of an Equitable Society 
policyholder who asked for disability 
payments even though he had not known 
he had tuberculosis at the time he had 
his insurance rewritten, cancelling the 
disability benefit. The court held that 
the old disability provision applied. 
Since the policyholder’s physician certi- 
fied that disability had actually begun 
prior to cancellation of the coverage. 
The plaintiff was Abraham Gross. The 
decision sets a precedent in insurance 
law. 














MANHATTAN LIFE CHANGES 


George J. Gibas has been appointed 
general agent of the Manhattan Life 
with office at 225 West 34th street, New 
York City, He was in the importing 
and exporting business but in the latter 
part of 1927 he started with the Equi- 
table and in three years was appointed 
group supervisor in one of its agencies. 
In 1935 he joined the Louis Gartlir 
agency of the Manhattan as unit man- 
ager. 

J. J. Courtney has been appointed as- 
sistant in agency production of the J. G. 
Ranni general agency of the Manhattan 
Life, 110 East 42nd Street, New York. 
He started with the Prudential in the 
industrial department and later was ap- 
pointed assistant superintendent. 
Bernard Horowitz has been appointed 
associate general agent for the Ranni 





agency with offices located at 56 Court 


with the Metropolitan Life as an agen: 
and later was made assistant manager 
He led the company in accident anj 
health premiums in 1929 and 1930 an4 
paid for $250,000 life insurance durin 
these two years. He was appointed unit 
manager for the Equitable Life j, 
Brooklyn subsequently. 





Coffin Warns Against Loose 
Recruiting Methods in 
Recession Now Manifest 


NEW YORK — Warning agains 
repetition during the current business 
recession of the mistakes in recruiting 
that were made during the recent de. 
pression, Second Vice-president V. RB, 
Coffin of Connecticut Mutual Life tolq 
the Mid-Town Managers Association 
that while agents will become easier to 
obtain if business conditions get worse 
he would hate to think of the results of 
repeting the experience of the years im. 
mediately after the crash of 1929 when 
agents were taken in on large numbers 
and went out of the business at nearly 
the same rate. Build agencies, he urged, 
but not at the sacrifice of selection prin. 
ciples nor at the expense of continuing 
to work closely with individual agents. 

He attributed a considerable part of 
the current difficulty in recruiting to the 
promiscuous recruiting of the early part 
of the depression. 

In dealing with older men or prospec- 

tive agents, there is danger of making 
the business appear unduly complicated, 
he said, causing men to believe that they 
cannot succeed without the last word in 
educational equipment. Though the 
stress on advanced underwriting is due 
to laudable motives of raising the stand- 
ards of the business, Mr. Coffin pointed 
out that many producers are likely to 
forget that after all the bulk of the busi- 
ness is written without resort to any- 
thing beyond the fundamentals of sound 
selling practice. 
He said if he were starting in today 
as an agent he would want just three 
things; some kind of prospecting system 
that would force him to put new blood 
into his prospecting, preferably a good 
direct mail plan; second, one sales idea 
that he could become intensely excited 
about; and finally a simple programming 
plan aimed primarily at visualizing for 
the completion of his coverage. He 
strongly urged building up from lives to 
volume, saying that the reverse process 
is practically impossible. He suggested 
that agency heads help their agents keep 
their prospect lists diversified, since in 
good times men tend to work too closely 
in one field and may suffer terrific loss 
in production when hard times hit this 
particular line. 





Post Office Department 
to Cooperate with Hunt 





HARRISBURG, PA.—Full coopera- 
tion has been pledged by postal authori- 
ties to the insurance department in its 
campaign to wipe out fraudulent insur- 
ance, Commissioner Hunt announces. 
Many of the fake concerns use the 
mails in order ta solicit prospects, Mr. 
Hunt stated. These companies are not 
licensed to do business in Pennsylvania. 
Their literature comes from _ various 
places scattered throughout the country 
and outside of the jurisdiction of the 
state gavernment. In such cases the 
state is usually unable to take action 
unless the promoters or their agents are 
caught in Pennsylvania. 

A conference with postal authorities, 
resulting from a request for aid made 
by Mr. Hunt to Postmaster General 
Farley, brought about plans to reach 
the promoters in their various head- 
quarters. 


Palmer St. Paul Speaker 


Lew R. Palmer, conservation engineer 
of the Equitable Society, will be a head- 
line speaker at the annual ‘traffic acci- 
dent conference in St. Paul Nov. 26-27 





street, Brooklyn. He started his career 


on “The Value of Safety Contests.” 
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SALES IDEAS AND SUGGESTIONS 














Ideas That Are Interesting 
Business Men of Today 





Paul W. Cook, general agent Mutual 
Benefit Life, Chicago, in an address be- 
fore the Milwaukee Association of Life 
Underwriters declared that people today 
are interested in owning life insurance, 
and not merely renting it. ; 

“They would like to buy it on the 
single premium plan if possible,” he said, 
“and if not they are interested in getting 
it paid for as soon as possible. The old 
time insurance idea of renting some pro- 
tection until the next premium is ac- 
cumulated is no longer appealing.” Mr. 
Cook said that every reason known to 
buy life insurance exists today in greater 
measure than it ever existed before and 
to more people than it has ever pre- 
viously applied. Estate, tax, business 
insurance, investment insurance ideas 
apply and are interesting to men of 
much smaller incomes than formerly be- 
cause everyone is tax and estate-con- 
scious even though they have no great 
tax problem, merely the_ problem of 
creating an estate. He said settlement 
options are more popular today and that 
his company alone in its last annual 
statement showed some $60,000,000 left 
in this manner. The insuring public is 
also buying more income insurance and 
retirement income insurance, he con- 
tinued. 


Has 10-Point Summary 
of Ideas for Selling 


Before listing a 10-point summary of 
ideas that he believed to be selling life 
insurance today, Mr. Cook said: “I want 
to impress upon you that I am not a tax 
expert nor an attorney or anything else 
but a life insurance salesman.” The ten 
ideas, most of them which he character- 
ized as tax-saving methods, recognized 
as such and legally available to all, are: 

(1) Rearrangement of present busi- 
ness insurance to avoid federal estate 
tax. No income tax advantage to have 
the corporation pay the premium. ‘ 

(2) The irrevocable beneficiary desig- 
nation of life insurance policies payable 
directly to individual beneficiaries. Pro- 
ceeds entirely exempt at death of in- 
sured and cash value part of beneficiary’s 
estate. 

A case illustrating this point was one 
wherein the approach was made on the 
idea of removing life insurance from the 
insured’s estate by the irrevocable desig- 
nation of beneficiaries. This resulted in 
more or less a complete analysis of his 
estate and the amount of cash for which 
he had need, bringing out the fact that 
he should have considerably more insur- 
ance. He was receptive to the idea of 
the tax anticipation fund whereby he 
would pay roughly 1/20th of his tax 
annually and have it paid for him at his 
death, rather than have a large liability 
arising at his death that would have to 
be met in cash. It is interesting to note 
that under the dividend addition plan, 
the premium even at 3 percent com- 
pound interest, during a person’s life ex- 
pectancy, will not exceed the amount 
payable at death. 


Selling Securities, Investing 
Proceeds in Life Insurance 


(3) The sale of securities and in- 
vestment of the proceeds in life insur- 
ance, either single premium or annual 
premium policies, or a combination of 
the two. Increases in guaranteed cash 
values and paid-up dividends non-tax- 
able until policy is canceled. 

“Recently a case came to my atten- 
tion,’ Mr. Cook said, “where a man of 
55 was convinced that if he would end 


vestments in the form of paid-up life 
insurance and a guaranteed life income 
coming to him regularly, he would be 
better situated than he was at 55 with 
his estate in general investments. He 
was worth about $100,000 so he decided 
to liquidate about $10,000 of his invest- 
ments a year over the next ten year 
period and buy $100,000 10-payment life 
insurance. The premium on this insur- 
ance amounted to about $6,000 to $8,500 
a year. At age 65 he will have $100,000 
of fully paid life insurance. With the 
balance of his funds he intends to pur- 
chase a life annuity to be paid out over 
his lifetime. This arrangement gives 
him decided advantages from the estate 
standpoint.” 


Pension, Deferred Bonus 
Plans Are Described 


(4) Pension and deferred bonus 
plans—The government allows a cor- 
poration to deduct from income, pay- 
ments to a bona fide pension or deferred 
bonus plan. This results in the govern- 
ment contributing up to 45 percent of 
the pension or bonus. The payments are 
non-taxable to the beneficiaries of the 
plan until actually received in cash by 
them. As they generally receive these 
payments in the form of a life income, 
the income tax to them is insignificant. 

“There are many pension plans being 
considered by all businesses which are 
making sizable incomes,” he said. “As 
you probably know, one of the strongest 
arguments that an advertising agency 
uses is that inasmuch as advertising is 
an expense, the government will pay up 
to 43 percent of the advertising bill. 
How much more moving this same idea 
is when it applies to taking care of the 
employes of the business through a life 
insurance pension plan.” 

(5) Placing life insurance upon the 
lives of wife, sons and daughters, the 
payment of the annual premium being 
made by the husband and father, a 
method which permits the transfer of 
property to the third generation with a 
minimum of tax shrinkage due largely 
to the special $5,000 annual exemption 
under the gift tax law. 

(6) Various kinds of life insurance 
trusts. The three most popular are 
stock purchase trust for business insur- 
ance cases, trusts to build up independ- 
ent estates for children through endow- 
ment insurance or annuity policies an 
trusts to pay taxes. . 

(7) Living gifts (not in contempla- 
tion of death) of cash, real estate, or 
securities direct to the persons who are 
expected to inherit the estate. 


Gifts to Trusts Under 
Irrevocable Arrangement 


(8) Gifts of property to trusts under 
an irrevocable arrangement without any 
retention of rights or income to the in- 
sured, except possibly the right to be 
consulted in the investment and rein- 
vestment of the trust funds, or the re- 
tention of a right to vote stock which 
has become a part of the corpus of the 
trust. 

“One of the best cases that I know 
was one in which a man was the bene- 
ficiary under a trust fund and had quite 
a large income from it. He was a joint 
trustee with a trust company and the 
management of this trust fund took so 
much time that he couldn’t engage in 
active business for himself. The only 
way that he could build an estate for his 
beneficiaries equivalent to the one that 


purchase of life insurance on his own 
life, which he was glad to do on an 
ordinary life basis” 
(9) Rearrangement of corporate fi-: 
nancial structure by (a) preferred stock 
issue or (b) by a reclassification of in- 
come as expense instead of dividends, 
by an issue of debenture bonds. 
“Illustrative of this point is a case 
where an underwriter found a closed 
corporation without any kind of capital 
structure except common stock. All of 
the corporation’s income was taxable to 
it and the dividends were also taxable to 
the parties who received them. By a 
reorganization of the capital structure 
and the issue of some debenture bonds 
calling for an interest payment, the cor- 
poration was allowed to deduct the in- 
terest from its earnings as an expense. 
Consequently it was able, legally, to 
save a large amount of income tax. The 
officers were not adverse to investing 
this saving—and additional—in insur- 
ance on their lives.” 

(10) Contemplated contract changes. 





—Contemplated contract changes have 


helped many sales from the smallest to 
the biggest. It is a peculiar psychology 
that if you convince a man that his 
policy is going to be better and better 
throughout the years and more liberal, it 
is hard to get him to do something to- 
day; but if you tell him, as you can now, 
that the policy in all companies is prob- 
ably going to be less liberal, especially 
in the life income options, than before, 
he is likely to agree that it is important 
that he get an option on the present 
policy. The reduction in returns of the 
life income option is, of course, equiva- 
lent to an increase in rate—certainly 
more than one year’s increase in pre- 
mium rate. I mention this because I 
saw an analysis in which a large per- 
centage of insurance was said to be sold 
at or near the age-change date The con- 
templated change in return under the 
life income options gives us two reasons 
to sell now—the change in return with 
differentiation between men and women 
in those companies that haven’t already 
made it, and also the increased rate be- 
cause of age change. 





Help Buyer to Buy, Declares 
Chrysler Sales Expert 





Recruiting, training of sales organiza- 
tions, handling agency meetings and 
many other problems of agency manage- 
ment were discussed by experts before 
100 general agents, managers and super- 
visors of agencies from Michigan, On- 
tario and northern Ohio at the general 
agents and managers’ congress spon- 
sored by the Michigan State Association 
of Life Underwriters, Associated Life 
General Agents & Managers and the 
Detroit Chartered Life Underwriters. 
G. E. Lackey, Massachusetts Mutual, 
president of the state underwriters, pre- 
sided, while C. E. Purdy, Canada Life, 
president of the managers’ association, 
extended a welcome. 

“The need of the hour in life insur- 
ance managerial circles as well as in 
other selling circles is better teaching 
sales managers—men who do less talk- 
ing and more thinking and teaching,” 
declared H. A. McAllister, director of 
sales training for the Chrysler Sales Cor- 
poration, in a talk on “The Seven Chan- 
nels of Sales.” 


Help Buyer to Buy 
Rather Than Seller to Sell 


Mr. McAllister has been working on 
a concrete plan for better sales teach- 
ing for many years, its whole theory and 
practice being to help the buyer to buy 
rather than seller to sell. 

“Many sales managers believe that 
salesmen are born and cannot be made,” 
he said. “This is pure fallacy. Sales- 
men are made by intensive training and 
drilling. Training is not a matter of 
two weeks or two months; it is a per- 
petual job. For best results, try a bit 
of acting. Show your men how to sell 
under varying circumstances—and also 
show them how not to sell. 

“Can your men give me five distinc- 
tive features of your policies? Can they 
give me five reasons why life insurance 
is secure? They certainly should be 
able to. Do they use their sales port- 
folios? Do they know how to use them 
most effectively? That is one of your 
jobs. 

“Tt is surprising that many salesmen 
of life insurance or anything else that 
is sold resent being questioned by their 
prospects, although they question their 
prospects often enough. I have seen 
salesmen get angry when the prospect 
asked a perfectly logical and practical 
question. This belligerent attitude is all 
wrong. When a prospect asks a ques- 








up at age 65 with all of his general in- 


was left him by his father was by the 


tion, your salesman should say some- 


thing like this: “I am glad that you 
asked that question, Mr. Blank. I am 
not here to argue with you, but here are 
the facts. Pa 

“The first of the seven channels of 
sales is the proper analysis of the buy- 
er’s need. Whole books have been 
written on this one subject, yet not 
nearly enough time has been devoted to 
it. The second is the distinctive fea- 
tures of the product. How does life 
insurance differ from the other means of 
insuring protection to one’s family after 
death? Why is it the best means of 
affording such protection? 


Why Is Life Insurance 
Safe and Secure? 


“The third channel is dependability. 
Why is life insurance safe and secure? 
Just how safe is it? Your prospect may 
not ask you these questions but they 
will be in his mind just the same; be 
sure you answer them whether he asks 
them or not. The fourth channel is 
service. Just what service does life 
insurance render and what service may 
the policyholder count on from the 
agent? 

“The fifth channel is investment. Just 
how does insurance rank as an invest- 
ment? Explain this angle in full detail 
The sixth channel is demonstration. 
Show how life insurance does its job and 
why. The seventh is terms. That, of 
course, is self-explanatory... Remember 
that the buyer should demand the full 
facts before he buys and that the seller 
is obligated to supply them. The buyer 
and seller are unusually fair when the 
facts are mutually understood. Analyze 
each attempted sale. If the sale was made, 
what closed it? If it was lost, why 
was it lost? This type of analysis will 
point out the seller’s weak points and 
will bring to light his strong points as 
well. It will help him to avoid certain 
pitfalls that have tripped him in the 
past and will enable him to concentrate 
on those arguments that have worked 
best for him. 

“The whole problem of improved sell- 
ing resolves itself into three divisions; 
better approaches, better presentations 
and better closes. If the salesman will 
study these means of improving ap- 
proaches, he should be able to save 10 
sales during a year that he would other- 
wise have lost: 

“First, improved man power through 
better vision, determination, attitudes, 





confidences, thinking, language power, 
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enthusiasm, faith and courage, spirit to 
win and habits of work. Second, im- 
proved buyer contacts through improved 
buying attention, qualifications and 
knowledge and use of human traits. 
Third, improved team work through bet- 
ter planning, drilling, directing, apply- 
ing and checking. 

“Ten more lost sales can be salvaged 
through better presentations in this wise: 
Improved knowledge of your product 
through the seven channels of sales al- 
ready mentioned, and also through sell- 
ing rather than talking by giving state- 
ments of facts, re-statement or reasons, 
definite, true instances in point and or- 
ganized evidence; through constructive 
competitivé comparisons and through im- 
proved team work as above. 

“The final 10 sales can be reclaimed 
through better closing, by improved 
knowledge and use of buyer’s interests, 
with impelling motives analyzed and 
used, improved discussion of the value- 
margins in the product, proper handling 
of questions and objections, preparing 
the setting carefully for the closing, 
using 20 proven closing appeals and vari- 
ous closing tactics known generally to 
life insurance men, coupled with team 
work. 

Philip B. Hobbs, Equitable Society 
manager in Chicago and chairman of the 
National Association’s general agents 





and managers section, discussed “Con- 
ducting Agency Meetings Successfully.” 
“The chief function of the agency meet- 
ing is to renew the vision and faith of 
the agents,” said Mr. Hobbs, “in other 
words, building agency morale. The 
agent on the firing line runs into plenty 
of bumps and it is up to us to see that 
they don’t get him down. We have to 
recharge the agents after they have 
been batting their heads against some 
of the stone walls they find in their 
solicitation. We must renew their faith 
in themselves so that they go out with a 
new determintion to sell. 

“We must prove our interest in our 
men by preparing our material for the 
agency meetings carefully. Another im- 
portant thing that we should do is to 
attempt to picture the changing scene 
of modern times to our agents. Often 
we see glaring headlines on newspaper 
stories that appear to reflect un the in- 
stitution of life insurance; careful read- 
ing of the story may not bear out the 
implication of the headlines at all. It 
is up to us to see that our agents get 
the true interpretation of the current 
news and problems of the people so they 
may discuss them intelligently with their 
prospects and policyholders. 

“We cannot compel the agents’ at- 
tendance at the meetings. The thing 
to do is to make the meetings so in- 








policy is one illustration. 





Opportunity IS MONEY 


We give our representatives the opportunity to make 
money through an unusual line of saleable policies that 
meet the public’s demand. Our $10.00 annual premium 
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to 64 next birthday. 
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THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 
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A POLICY FOR EVERY PURSE AND PURPOSE 
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Bernard L. Connor 
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Philadelphia, Penna. 

















The 
Colonial 
Life Insurance Company 


Of America 
Incorporated 1897 


Ernest J. Heppenheimer, Pres. 
Home Office— Jersey City, N. J. 


Out of the leading 300 com- 
panies in the United States 
and Canada, the Colonial 
stands among the first 20 on 
the basis of number of poli- 
cies in force. 
. 
OVER 112 MILLION IN FORCE 


Charles F. Nettleship, Vice-Pres. 











teresting and instructing that the men 
will want to come. If the men learn 
that they get inspiration and money- 
making suggestions from the meetings 
they will come to them. You cannot 
compel them to come and listen by lock- 
ing the door on them. 

“Don’t ballyhoo each meeting as the 
greatest of the year in order to get out 
a good attendance. You can do that 
once in a while, but not regularly, as 
some managers try to do. Above all, do 
not use the agency meeting as a place 
in which to criticise your men for their 
shortcomings. Do that personally, in 
private. Don’t cry for future business 
in the meetings, either. Remember that 
this is the place to stimulate and revivify 
them, not to depress them. 


Explain Reasons for 
Company Actions and Rules 


“If your company cuts its dividends, 
explain the reasons for it in your meet- 
ings so your men can explain it properly 
to their policyholders. Explain and ex- 
pound all matters of policy. If you feel 
like shirking this responsibility in your 
presumably friendly agency circle, how 
will your men be able to explain them 
to a hostile public? 

“Stress the value of time control and 
bring in men who are using it success- 
fully to tell your agents how they sold 
extra cases because of it. You can’t 
force them to use time control but you 
can lead them to use it. Stress, too, 
the all-important question of prospect- 
ing. Too many agents find themselves 
behind the 8-ball and need $30 this week 
without fail. They have no time to 
prospect; they must sell. I believe that 
if we could force our men to spend 20 
days prospecting against every 10 days 
selling, their production would increase.” 

Paul Speicher, Insurance R. & R. 
Service, talked on “The Responsibilities 
and Rewards of Management.” “I have 
come to the conclusion that the way in 
which the plan is worked, and not the 
plan itself, is the deciding factor,” he 
said. The managers also attended the 
November meeting of the Qualified Life 
Underwriters, where Mr. Speicher: spoke 
on “Life Insurance: The Problem- 
Solver.” 

A touch of humor was given to the 
group by H. J. Ulbrich, Jr., and J. E. 
Totten, of the Massachusetts Mutual, 
who presented a skit showing how not 
to sell insurance Mr. Ulbrich played 
an insurance agent and Mr. Totten a 
wise-cracking, hard boiled prospect. 

S. F. Muter, Kitchener, Ont., man- 
ager Metropolitan Life, spoke on plans 
for industrial agents. 
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Speak to Cashiers 


SAN FRANCISCO.—Jonas V. 
Svendsen, underwriter in the ordinary 
department of the Metropolitan Life 
at San Francisco, spoke to the Life 
Agency Cashiers Association on selec- 
tion of risks and underwriting practices. 


Brainard Drive Successful 


The drive in honor of the 15th anni- 
versary of Morgan B. Brainard as presi- 
dent of the Aetna Life was a big success 
in the F, C. Whatley agency in San 
Francisco, according to preliminary 
figures. Ten agents reached the quota 
of five completed applications in two 
weeks. 


Forms New N. M. Company 


Clinton P. Anderson, who has been 
in charge of the Albuqureque, N. M., 
office of the Occidental Life, has organ- 
ized the Mountain States Mutual Cas- 
ualty there. Mr. Anderson is president; 
T. J. McCaffrey, secretary,-and Mrs. 
Ella M. Stonelake, treasurer. 





Honor President Bullock 
at State-Wide Regional 


i, 





President Chandler Bullock of the 
State Mutual Life (left) was made hon. 
orary Texas Centennial ranger by Goy- 
ernor Allred of Texas, presentation of 
the certificate being made by General 
Agent H. Thad Childre of Dallas 
(right), at the end of a state-wide re- 
gional meeting in San Antonio. 

Mr. Bullock, whose talk, “New Hori- 
zons,” opened the two-day meeting, was 
accompanied on the trip by Stephen Ire. | 
land, vice-president and superintendent 
of agencies; Assistant Superintendent of 
Agencies J. H. Eteson and Field As- 
sistant E. R. Walker. The group com- 
pleted an east-west swing, attending 
meetings in Cincinnati, San Antonio and 
others en route. 

Mr. Bullock presented an optimistic 
summary of the depression progress of 
life insurance. “I retain a long term 
optimism,” he said. “What may happen 
in the next few months is relatively un- 
important. There always have been and 
always will be ups and downs. ” He 
added that the proportion of national(| 
income saved in life insurance in 1936 
is greater than that in 1929. 


Other Talks Given 


Mr. Ireland spoke on “Our Company,” 
describing the position which life insur- 
ance holds in the economic structure, 
State Mutual’s contributions to the busi- 
ness and outlining sales ideas which 
were abstracted by State Mutual in a 
study of the problem of selling. 

Mr. Eteson discussed prospecting, 
prestige-building, program selling and 
planning. Mr. Walker, speaking on 
“How to Live on 24 Hours a Day,” held 
that knowledge and work are of prime 
importance in sales success, but con- 
sidered as the sole elements of a sales 
plan would take up entirely too much 
time. ‘We want to plan our lives to be 
sure we don’t have to work too hard to 
enjoy our leisure. We want to be able 
to translate our thoughts into action so 
we can get the most fun out of our 
plans. That’s one way to live on 24 
hours a day in the life insurance busi- 
ness,” he said 


Results from Direct Mail 


The L. F. Paret agency of the Provi- 
dent Mutual Life in Camden, N. J., re- 
ports that for its first six months of 
direct mail operation there were 1,777 
replies, from which 146 cases were writ- 
ten—an average of one out of 12. 

The average case written was $4,358 
—approximately $300 more than the 
company’s average policy. Of the people 
who were sold 49 percent had not been 
interviewed previously. 


Celebrate Contest Success 


The Grand Rapids, Mich. branch of 
the Sun Life of Canada marked the 
close of a highly successful two months’ 
sales contest with a dinner. Agents and 
their wives gathered from the 28 coun- 
ties comprising the district. Color mo- 
tion pictures of the company’s outing 
last September at Jasper park were 
shown. W. Merrill Eastcott is Grand 
Rapids manager. 





